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“Bixby, | want this magazine brought to me the minute 
it comes in! ... We've been paying out close to a thou- 
sand dollars a month on employees’ suggestions, and 
they’re getting all their ideas out of here!” 
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“WHAT'S YOUR PROBLEM?” 


Sirs: 

As we are greatly interested in 
your exclusive feature, ‘What's Your 
Problem?” by Marshall Corns, bank 
management consultant, will you 
kindly send us your magazine? Thank 
you very much. 

CARMEN V. RAMIREZ 
Operations and Personnel Dept., 
Banco Popular de Puerto Rico 
San Juan 4, Puerto Rico 

* 
Sirs: 

On a couple of occasions I have had 
an opportunity to see your magazine 
and have enjoyed especially the de- 
partment authored by Marshall Corns, 
bank management consultant. Publi- 
city given this service in other peri- 
odicals confirms my feeling that it is 
most worthwhile. Please send us the 


magazine. 

Signature Withheld 
Los Angeles, California 
Sirs: 


I read carefully the question-and- 
answer regarding Mr. D. of Indiana 
(in Marshall Corns’ “What’s Your 
Problem?”, September issue). I felt 
it was an excellent discussion and 
analysis, and intend to present the 
whole thing to the board of the ***** 


Coven Picture 


Artist Arthur Henrikson 
wasn't just kidding when he 
dreamed up this month's cover. 

Bankers DO find that many 
splendid ideas for better banking, 
for better operations, for better 
management, are to be found in 
every issue of THE INDEPENDENT 
BANKER. 

Besides the department 
“Ideas for Better Banking”, each 
month brings Marshall Corns’ 


“What's YOUR Problem?”, presenting practical, field-tested, experience- 
proven ideas on bank auditing, operations and management. Bankers 
who have learned to make a practice of reading “After Hours” every 
month ask us, “How does that banker develop so many sound and solid 
thoughts? His ideas and suggestions are just wonderful”. 

_ To queries like *his, all we can answer, generally, is that the 
writer's bank is a tremendous success as a home-owned, independent 
bank. He’s doing his fellow-bankers a truly fine service in passing along 


his many secrets of success. 


State Bank, of which I am a part. 

I consider that your commentaries 
have been worthwhile and believe 
that many of The Independent Bank- 
er’s readers review them carefully. 

Signature Withheld 
* 
Sirs: 

I have just received and read the 


October issue, and am forwarding it 
to one of my customers. We both are 
keenly interested in the feature, 
“What’s Your Problem?” I would 
like another copy of this issue and 
will be glad to pay for it. 

COATS A. MITCHELL 
Cashier, Grant County Bank 
Sheridan, Arkansas 


To All Bankers: 


HELP PASS AMENDMENT NO. 2! 


¢ It's Good for Your Bank 
° It’s Good for Your Community 


PASSAGE MEANS 


More Service - More Capital - Modernization - Progress 


GET OUT THE VOTE ON AMENDMENT NO. 2 ON NOV. 2 


Prepared and inserted by the Citizens Committee for Amendment No. 2, 
K. O. Sattre, Blue Earth, Minnesota, Chairman. 
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Meet your HOMEtown Insurance Agent 


HOW TO DO IT...SAFELY / 


Do you have a hobby—or are you “handy around the house”? § - 
Then you'll find an extra advantage in talking to your Home 
Insurance man. His interests are probably very much like : 
your own and he may be able to give you some good : 
suggestions. He certainly will be able to give you sound advice 1 44 There’s a right 
on practical safety measures. He has built a career on the ; How TO DO wher spice? 
services of protection and his expert opinion, backed by more | and a wrong way to shows the 
than a century of Home experience, is well worth having. ; sl panhatte home or hobby. For your Copy» 


to the on 


For your sake, see him soon! 


xx Your HOMEtown Agent can serve you well—see him now! 


* THE HOME* 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE AUTOMOBILE + 


“This od wil appecr in ul el, 


BETTER HOMES and GARDENS « TIME © SUCCESSFUL FARMING « US. NEWS & WORLD REPORT 
SATURDAY EVENING POST © TOWN JOURNAL NATION'S BUSINESS 


N. ovember 1954 
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The Home indemnity Company, an affiliate, writes FY 
ae The Home, through its agents and brokers, is America’s leading insurance protector of American homes and the homes of American industry. a 
. 
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The late 

Herbert F. Rawil, 
founder of 
Christmas Club, 
A Corporation 


4, 


FOR THE BEST LETTERS ON THE SUBJECT 


"How | use my Christmas Club Funds" 


The originators of the Christmas Club Plan will make 170 
generous awards totaling $10,000 in cash to Christmas Club 
members in financial institutions using the services of 
Christmas Club, A Corporation. 

Competition begins November 15, 1954—closes January 10, 1955 


A staff representative will be glad to give 
you full particulars on request. 


Herbert F. Rawll’s faith in the ability of people to help 
themselves to financial security has been justified by the 
wi Forporation millions of Christmas Club members in the thousands of 
financial institutions that use Christmas Club as a vehicle 
FOUNDED BY HERBERT F. RAWLL to promote greater understanding of the financial services 
230 PARK AVENUE, NEW YORK 17, N.Y. they offer to the public. s : 
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Bank advertising exhibits lined the corrido 


THE MODERN NATIONAL MONTHLY — 


rs of Washington's Hotel Statler at the F.P.R.A. convention. 


AMERICA’S PROGRESSIVE BANKERS 


Bank Public Relations 
Under the Microscope 


Teo NEW HIGHS were registered by 
the Financial Public Relations Asso- 
ciation in its 39th annual convention 
at Washington, September 26-30: 

@ Record-breaking attendance of 
966 advertising and public relations 
executives of America’s banks and 
other financial organizations, the an- 
nual banquet on the closing night 
going well over the thousand mark. 

@ All-time membership mark of 
1,880 — up more than 900 in the 
past decade. 

Elevated to the presidency to lead 
the F.P.R.A. to still greater heights 
in the year ahead was one of its 
long-time wheelhorses, a national 
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leader in the field of bank promotion 
and advertising, widely-publicized 
author of humorous verse — Rod 
Maclean, assistant vice president in 
charge of public relations for the 
Union Bank & Trust Company of 
Los Angeles. Mr. Maclean was first 
vice president last year. (See picture 
on next page). 


The important place of advertis- 
ing and public relations in the suc- 
cessful operation of the banking 
business was attested to by a num- 
ber of outstandingly prominent in- 
dustry leaders. Among them was the 
since-elected president of the Ameri- 
can Bankers Association, Homer J. 


Livingston, president of the First 
National Bank of Chicago. 

Sounding the F.P.R.A. keynote 
right at the outset of the four-day 
meeting was the outgoing president, 
L. L. Matthews, president of the 
American Trust Company, South 
Bend, Indiana: 

“Every bank has public relations; 
you can’t take it or leave it alone. 

“The choice is whether to have 
good public relations or bad public 
relations. 

“Good public relations involves 
performance — doing more of the 
things people like, and fewer of the 
things they dislike; in first meriting 
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BANK PUBLIC RELATIONS 


public esteem and support, and then 
gaining that acclaim. Public rela- 
tions techniques, if they are sound, 
are only a means of reflecting to 
the outside the good performance 
that is the core of the profession of 
banking. 

“It is our fault, and ours alone, if 
we do not become increasingly bet- 
ter-known and more popular with 
the public. 

“The facts of the matter are simply 
these: public relations — in the 
basic sense of ‘business manners’, 
employee relations, the way we greet 
our customers, publicity, advertising, 
or community service — is a grow- 
ing force. We can neither ignore it 
nor. be indifferent about its advan- 
tages. We must strive to make better 
use of it because it is our ‘sales ap- 
peal’ to people, and these people 
are the most important thing to us”. 

Responsibility for banks’ advertis- 
ing and public relations programs 
was placed squarely on the shoulders 
of senior management, by the 
A.B.A.’s President Livingston. Said 
he: 


“The policies of the senior man- 
agement may either make or break 


MR. LIVINGSTON 
Headliner 


MR. MATTHEWS 
Keynoter 
the advertising and public relations 
program of an institution. 

“Are the services of the institution 
constantly under critical analysis, to 
see whether the public is receiving 
the comprehensive service which the 
bank advertises, and to which the 
public is entitled? 

“Tt is one thing to be certain that 
the telephone operators and the em- 
ployees answer telephones promptly 
and courteously. It is another matter 
to be certain that a bank is steadily 
increasing its capital structure so 
that it can take care of growing busi- 
nesses and not stifle the economic 
development of its community and 
the well-being of its people. 

“Tt is one thing to advertise friend- 
ly and courteous service in broad 


generalities, with words that have 
been worn thin by constant usage. 
It is angther matter aggressively to 
seek opportunities in the community 
to make loans where they should be 
made, and to assume sound credit 
risks, instead of avoiding them. 

“It is one thing to be sure that 
tellers greet customers pleasantly 
and to remember that the Jones Gro- 
cery Store is one of the bank’s oldest 
and most valued customers. It is an- 
other matter for officers to speak out 
courageously on controversial eco- 
nomic, monetary, and fiscal problems 
and legislation that vitally affect the 
business life of the Jones Grocery 
Store. 

“Tt is not enough merely to ac- 
cept the minor readjustments that 
progress and our competitors force 
upon us. It takes courage and imagi- 
nation to analyze objectively an en- 
tire bank and find that a whole new 
department will have to be organized 
if the community is to get proper 
service. 

“These are problems requiring de- 
cisions which may involve substan- 
tial expenditures, and they are major 
factors in determining whether an 
advertising and public relations pro- 
gram succeeds or fails”. 

The F.P.R.A. delegates got that 


constant warning from just about 


OFFICERS of the Financial Public Relations Association got together 
for this picture immediately after adjournment of the 39th annual 
convention in Washington. In the center is Rod Maclean, assistant 
vice president of Union Bank & Trust Company of Los Angeles, ad- 
vanced to president. His associates (left to right) are: A. Gordon 
Bradt, second vice president of Continental Illinois National Bank of 
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Chicago, treasurer; W. W. Delamater, vice president of Tradesmen’s 
Land Title Bank & Trust Company, Philadelphia, first vice president; 
William E. Singletary, vice president of Wachovia Bank & Trust 
Company, Winston-Salem, North Carolina, second vice president, 
and Orrin H. Swayze, executive vice president of the First National 
Bank in Jackson, Mississippi, third vice president. 
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President” Ecsenhowen to F.P.R. A. 


“1 am delighted to send warm greetings to all members of the 
Financial Public Relations Association meeting this week in Washington. 


“The complexities of finance are today growing 
so rapidly that our citizens find it increasingly difficult 
to grasp the knowledge needed by businessmen and 
indeed by every citizen who has a savings account. 


“Your responsibility, therefore, is important. 
You can help our people understand the operation of 
our economic and financial system, you can help them 
appreciate their stake in this economy, and you can 
help to instill in all Americans a sober-minded faith 


in the continued growth of their economy. So doing, you will be well 


serving our nation. 


“Sincerely, 


every: headliner on the well-built 
program. J. Ed Drew of New York, 
director of public relations for Lever 
Brothers Company, pointedly asked: 
“Banks have trust committees, loan 
committees, investment committees— 
but how many have put public rela- 
tions on a board committee level?” 
That practice is the policy of his 
own company, Mr. Drew explained, 
with the suggestion that it would 
work also for banks. “In Lever Bro- 
thers, the public relations director is 
a member of the management advi- 
sory committee which includes the 
officers and department heads”. 


MR. RITSEMA MR. DREW 


He laid down two basic rules for a 
successful public relations program: 

1. Write it down and fix responsi- 
bility; 

2. After every activity has been 
programmed, make the entire organi- 
zation part of the team. 

Another speaker picked up the 
same theme: public relations and ad- 
vertising “are important elements in 


getting business, but it rests upon the _ 
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Dwight D. Eisenhower.” 


ability of the bank to carry out the 
services and policies advertised. 
There is no use to advertise friendli- 
ness, and let people walk into cold 
storage”. 

Voicing these sentiments was Ben 
H. Wooten, president of the First 
National Bank in Dallas, Texas. 


Like all F.P.R.A. conventions, this 
one centered much of its attention 
on the important departmental clinic 
and discussion groups, where the 
rule is that delegates must take an 
active part. There were 32 clinic ses- 
sions, led by twice that many expe- 
rienced public relations executives, 
which took up 152 specific problems 
that had been suggested by associa- 
tion members themselves in a pre- 
convention questionnaire. And there 
were 16 additional roundtable ses- 
sions on commercial banking ser- 
vices, trust development, savings and 
mortgage functions, installment cred- 
it, personnel relations, etc. 

These subsidiary meetings at the 
Washington convention produced a 
wealth of top-notch suggestions for 
better public relations, personnel re- 
lations, and advertising approaches. 

One of these concerned the high 
value of the personal interview with 
employees, rather than simply a flow 
of bulletins, handbooks, suggestion 
boxes, etc. 

The speaker in this instance was 
James B. Ritsema, assistant cashier 
of the Grand Haven State Bank, 
Grand Haven, Michigan, at the staff 


relations departmental. He declared: 

“People vary so widely that con- 
tinuous study is a must if we are to 
get things done. We can classify all 
people into three categories — fits, 
misfits, and counterfeits. 

“A fit is one who fits into the 
scheme of things naturally and needs 
no particular attention. A misfit is 
a square peg in a round hole; get- 
ting him on the right track is man- 
agement’s greatest challenge. A 
counterfeit is a person who imagines 
he can fool the whole world simply 
because he can fool himself; we 
must get him out of our organization. 

“In a personal interview we can 
discuss an employee’s progress, let 
him in on the plans and programs of 
the bank, and also our plans in re- 
gard to his future. An operations 
oficer should spend up to 40% of 
his time among his staff, talking to 
them individually or in groups, lis- 
tening to them, winning their con- 
fidence, and trying to eliminate the 
problems that hold them back from 
doing a better job”. 

Warren R. Terrell, assistant ca- 
shier of the First National Bank of 
Tampa, Florida, came up with this 
interesting suggestion: 

“Since August 1952, we have fol- 
lowed a plan of having local distri- 
butors and sales organizations par- 
ticipate with our bank in having 
their messages broadcast during our 
bank-sponsored radio news program. 
This is done by having these organi- 
zations mentioned without charge on 
the newscast”, 


MR. TERRELL MR. WOOTEN 


Does it pay off? 

“Since the beginning of 1952”, Mr. 
Terrell stated, “our FHA installment 
loans have increased from $727,000 
to $114-million. Total loans out- 
standing in this department have in- 
creased from $2,700,000 to $4-mil- 
lion. The bank has had a gain in de- 
posits of $10,700,000, against $5,200,- 
000 and $6,700,000 for our closest 
competitors. The program proved to 
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F.P.R.A. CONVENTION 


(Continued from Page 7) 


be more successful, both in securing 
goodwill and new business, than any- 
thing else we have done in an adver- 
tising or public relations way”. 

A threefold program to solicit new 
business through the medium of male 
supervisory personnel was outlined 
by Robert A. Wekesser, vice presi- 
dent of the National Bank of Com- 
merce, Lincoln, Nebraska. He said 
it: (1) helps supervisory personnel 
to display and improve social and 
sales ability, (2) provides manage- 
ment with an opportunity to sort out 
its potential officer material, and (3) 
creates new business for the bank. 

Taking employees into the bank’s 
confidence was emphatically urged 
by Curtis Kendall, vice president of 
the American National Bank & Trust 
Company of Mobile, Alabama. It 
gives employees a sense of “belong- 
ing”. 

Mr. Kendall declared that the mat- 
ter of staff training is very complex, 
and cautioned: “Look to the reputa- 


MR. WEKESSER 


MR. KENDALL 


tion of your own bank in the com- 
munity as a place to work, if you 
wish to analyze your bank’s public 
relations. Concern over what our 
stockholders, our depositors, our 
borrowers and the general public 
think of us is important, but we must 
also be concerned with what our 
prospective employees think of us. 
I’m a firm believer in aptitude-test- 
ing as a tool and indicator for hir- 
ing, but not as a cover-up for a 
stupid personnel man”. 

Pointing to the growth of savings 
deposits in recent months, C. R. 


Yes, sir, we remember when the bank 
check was a piece of paper. Nice to 
look at, smooth to write on, 
functional in use, but otherwise just 
a piece of paper and at times handled 
rather carelessly. 


Now the bank check is an instrument 
of terrific importance. Personalized 
with the printed name of the user... 
frequently bearing printed account 
numbers or sorting symbols . . . soon 
to be processed mechanically or 
electronically . . . and definitely the 
focal point around which operating 
men in banks are building better 
methods of clearing and recording. 


Truly, thebank check iscommanding 
the attention of top management in 
banks. One reason is because its cost 
is mounting, since obviously it is 


ie WE REMEMBER WHEN 


more expensive to individualize it 
for each account as compared to bulk 
production of stock checks. Only top 
management can weigh this extra 
costagainst operating economies and 
impartially evaluate the net savings 
involved. There is no doubt but what 
there will bea saving in the processing 
of such individualized checks, but 
there is also no doubt but what they 
will cost more money, 


Does this not indicate that efforts to 
sell fully personalized checks should 
be redoubled? If it is worth while to 
recover the cost of ordinary 
over-the-counter stock checks, will 
it not be more worth while to recover 
the cost of these coded checks? Now 
more than ever it is well to remember 
that the checks you sell cost you 
nothing. 


CHECK: PRINTERS 
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Manufacturing Plants at: 
E UX CLIFTON, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


Mead, senior vice president of the 
Security Bank, Lincoln Park, Michi- 
gan, termed banks’ savings “liabil- 
ity” their “greatest asset”. Mr. Mead 
went on to say: 

“Facts and figures show that sav- 
ings are desirable as a feeder for 
other bank services. Today we are in 
a buyers’ market for these funds. 
Now is the time to review your ad- 
vertising budgets critically. Start 
now to make your premises more 
attractive, train your personnel, and 
prepare a well-rounded program to 
continue thrift education”. 

Drumming away at the importance 
of personnel training also was Law- 
rence Keller, Jr., vice president of 
the Alton Banking & Trust Company, 
Alton, Illinois. At the clinic on train- 
ing and staff-information, Mr. Kel- 
ler said: 

“Training and informing a bank 
staff is today’s challenge for man- 
agement of banks. Bank employees 
require individual training, as well 
as that offered in special educational 
courses. However, on-the-job train- 
ing in multiple positions will be the 
answer to the problem in small 
banks. The challenge of developing 
individual personalities to create 
sales-minded employees can only be 
met by an aggressive management 
cognizant of problems and_tech- 
niques in today’s labor market”. 


MR. MEAD 


MR. KELLER 
Coin banks were termed important 


builders of goodwill, by John F. Wil- 
helm, president of the Hoosier State 
Bank, Hammond, Indiana. Address- 
ing the savings and mortgage de- 
partmental session, Mr. Wilhelm ob- 
served : 

“Coin-saving devices are a desir- 
able part of the public relations ac- 
tivities of banks. 

“Today’s youth is tomorrow’s cus- 
tomer. So start with the children. 
Through schools and school savings, 
children can be taught the lesson of 
thrift, as well as of vitamins and 
good health. Through the use of 


THE INDEPENDENT BANKER 


4 
» 
fc 
| 
| 
: 
| 
| 


coin banks that appeal to children, 
we can encourage them to save. If 
the saving habit can become perma- 
nent, our small savers will eventu- 
ally become our large depositors. 

“Adults, too, can be introduced to 
the saving habit through the use of 
an attractive coin bank. Look to these 
silent builders of goodwill and con- 
sider them as institutional advertis- 
ing, rather than a savings depart- 
ment promotion. 

“In many _ banking _ institutions, 
coin banks are overlooked as an ad- 
vertising medium. Millions of dollars 
and many concentrated man-hours 
are spent yearly on newspaper, tele- 
vision, and radio advertising. How- 
ever, rarely is the same planning 
given to coin-saving devices. Too 
often, the ‘savings’ department de- 
termines the program, when actually 
it should be considered as ‘institu- 
tional advertising’, rather than a de- 
partmental promotion”. 

Importance of overcoming objec- 
tions in salesmanship was discussed 
before the commercial development 
departmental by William P. Scott, 
assistant vice president of the La- 


Salle National Bank of Chicago. 
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Said Mr. Scott: 


“We suggest to our people that 
every objection in interviews be noted 
down carefully, and a written rebut- 
tal to each be prepared and made 
available in a perpetual scrapbook, 
affording an opportunity of frequent 
review. By thus keeping our wits 
sharp and conscious of likelihood of 
new objections, we are enabled to be- 
come more adept at overcoming 
them”. 


MR. SCOTT MR. WILHELM 


Participants in the staff relations 
departmental heard J. Az Taylor, 
vice president of the Rapides Bank & 
Trust Company, Alexandria, Louisi- 
ana, plump for top priority to staff 
communications. 

Mr. Taylor declared: “Communi- 


cation is as vital to the proper and 
successful operation of a bank as it 
is to an army during a war. 

“We all know that the army gives 
top priority to its communication. 
Great importance is put on the sys- 
tems and methods, as well as the re- 
sponsibility and ability of those in 
charge. 

“Should top management in banks 
give more thought to the communi- 
cation setup within, I feel sure that 
quite a few changes would be made, 
resulting in a more informed per- 
sonnel, with each employee feeling 
that he or she is part of the bank 
family”. 

The clinic on improving the bank’s 
community relations heard H. E. 
Rogier, president of the First Na- 
tional Bank of Vandalia, Illinois, go 
to the core of the subject: 


“A bank that really wants to be a 
good corporate citizen and does some- 
thing about it, will have good com- 
munity relations. While a bank’s 
first responsibility is to its deposi- 
tors, its second responsibility is to 
meet the community need for credit 
and other banking services — and its 
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F.P.R.A. men and women hear Ben H. Wooten, Dallas banker, at the annual convention in ballroom of the Washington Statler. 


BANK PUBLIC RELATIONS 


(Continued from Page 9) 


third responsibility is to be a good 
‘citizen’. 

“It takes more than paying dues 
into the local chamber of commerce 
and paying your taxes, to be a good 
corporate citizen. The bank’s per- 
sonnel should be interested in their 
community to the extent that they 
willingly and actively participate in 
local civic, church and charitable 
activities”. 

The advertising-minded Mr. Ro- 
gier declared that “in 1952, the 
16,000 commercial banks of the 
country spent $48-million in adver- 
tising’, but in the same year, one 
single firm — Procter & Gamble — 
spent $50-million, or $2-million more 
than all the banks combined. 


MR. ROGIER 


MR. TAYLOR 


“Tooting your own horn’ may be 
regarded as immodest by bankers”, 
said the Illinois banker, “but in to- 
day’s business world people believe 
what they are told — told over and 
over again, providing they are told 
the truth. 

“False modesty and false economy 
in banks’ advertising appropriations 
may be the reason the public does 
not understand banking well enough 
and does not recognize the important 
part banking plays in the greatest 
economic system in the history of 
the world. 


“We must tell folks more about 
ourselves, so they will like us bet- 
ter. We have nothing to fear and 
nothing to lose in telling the won- 
derful story of banking and the part 
it plays in the lives of us all. We 
are proud of it, but we will never be 
fully appreciated until we take the 
time and spend the money to make 
the work of banks better understood 
by the public”. 

Use of a central file was called 
vital to the success of a business de- 
velopment program, by Mrs. Birdie 
Austin, assistant cashier of the First 
National Bank, Clarksville, Tennes- 
see. 

Mrs. Austin said that “the three 
main points’ taken into consideration 
in developing a central file are (1) 
adequate information to meet parti- 
cular needs, (2) simplicity of opera- 
tion, and (3) reasonable cost.” She 
remarked: 

“The central file can be a valuable 
aid in developing better customer 
relations. These written records pro- 
vide unlimited information for se- 
lective lists for new business and the 
sale of other services. The confiden- 
tial information, used in a beneficial 
way, contributes to the needed bene- 
fits”. 

Robert Lindquist, vice president 
of Harris Trust & Savings Bank, Chi- 
cago, gave a formula for improving 
stockholder and director relation- 
ships. Referring to recently highly- 
publicized proxy contests for con- 
trol of large industrial organizations, 
Mr. Lindquist said: 

“Banks, nevertheless, are particu- 
larly vulnerable, according to the 
basic pattern of these proxy fights. 
The percentage of net earnings paid 


out by banks in cash dividends is 
well below the average for industry. 

“There is a good reason for this 
in the necessity and compulsion for 
building capital funds and reserves 
to catch up with growing deposits 
and higher risk assets. But do the 
stockholders know this? If not, they 
are vulnerable to the arguments of 
the trouble-maker. 

“A related problem is that there 
is a limited market for most bank 
stocks; this, combined with low divi- 
dends, means that the quoted price, 
if any, is often below book value. 
This makes the purchase of bank con. 
trol a juicy prize for the manipul- 
ator. 

“Tt becomes the better part of dis- 
cretion for banks to study their own 
stockholder relations to see if all is 
well. This should be more than a 
defensive step, however. Stockholders 


MR. LINDQUIST 


MRS. AUSTIN 


should be kept informed of their in- 
terests as a means of building their 
enthusiasm for the bank, using its 
services to the fullest extent for their 
own needs, and recommending the 
bank to their friends. 

“Banks generally have been remiss 
in developing this side of their pub- 
lic relations. They have been too 
prone to accept the fact that stock- 
holders are just not interested, where- 
as the real fault lies with the banks 
in failing to whet their interest with 
good selling and public relations 
techniques”. 


ST. PAUL PHONE 
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MR. MORGAN MR. LINCOLN 


Foundation of any bank’s public 
relations program is a well-informed, 
well-trained staff, in the opinion of 
Howard A. Lincoln, vice president of 
Puget Sound National Bank, Taco- 
ma, Washington. He told members 
of the staff relations departmental: 

“A well-informed and well-trained 
staff is a happy, efficient organization. 
Consequently, their dealings with the 
bank’s customers are conducted in a 
friendly manner, developing a friend- 
ly atmosphere and developing con- 
fidence in our American system of 
banking. A well-trained and well-in- 
formed staff generally means less 
turnover in employment, effecting 
considerable savings in operation”. 

Bank interest in the farmer was 
declared to go hand-in-hand with 
bank progress, by two leaders in 
that field. One was Melvin L. Mor- 
gan, president of the First State 
Bank of Ketchum, Oklahoma. His 
associate was James R. Pence, vice 
president of Central National Bank, 
Greencastle, Indiana, whose bank’s 
agricultural development program 
was nationally spotlighted in the 
front-cover story of THE INDEPEN- 
DENT BANKER’s June 1953 issue. 


Banks’ Farm Program 


These two experts agreed that “as 
the farmer prospers, so does the 
bank”, and they suggested three im- 
portant phases of a bank agricultural 
program: 

1. Emphasize that your bank is 
most interested in the farmer and is 
willing to help him obtain more in- 
come, beiter equipment, and access 
to the best ideas in agricultural 
methods. 

2. Give consideration to hiring an 
agricultural department manager 
with duties and responsibilities de- 
fined. 

3. Encourage and assist in devel- 
oping a more widespread use of soil 
conservation and soil-building meas- 
ures. 

“In our public relations activities, 


November 1954 


we must demonstrate clearly our de- 
sire to serve our customers and our 
community”, said Messrs. Morgan 
and Pence. “Our customers must be 
convinced that they receive full value 
when any charge is made for one of 
our services. And perhaps even more 
important, we must always be genu- 
inely sincere in everything that we 
say in the field of public relations, 
and prove our sincerity by our per- 
formance.” 

Television came in for its share 
of the deliberations, too. 

Chester L. Price, advertising man- 
ager of City National Bank & Trust 
Company, Chicago, told the televi- 
sion clinic: 

“Financial institutions are interest- 
ed in television, but need the help of 
experts in purchasing time, selecting 
programs and arranging for live 
commercials, and these institutions 
should recognize the extremely rapid 
growth of this medium. Over 65% 
of homes of the United States now 
have television sets, which means 
that over 30-million families watch 
television daily. This outstanding 
growth makes it practically impos- 
sible for those outside the industry 


MR. PRICE 


to comprehend the difficulties of ne- 
gotiating or staging television pro- 
grams. 

“This is today’s challenge to the 
advertising man who represents a 
financial institution”. 

Frank C. Hepler, account execu- 
tive with Gardner Advertising Com- 
pany, Saint Louis, took this ap- 
proach: 

“Television is here to stay as one 
of the primary advertising media, 
and every bank should take advan- 
tage of this new medium insofar as 
it is possible within the advertising 
budget. . 

“Making television pay dividends 
depends upon a variety of factors, 
first and foremost of which is the 
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BANKER'S 

BLANKET BOND 

with 

EXTENDED COVERAGE 
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ALWAYS 
THE 
SAME 


today, 


tomorrow 


and tomorrow 


Stable as the alphabet! Go out to- 
day and buy any product of any 
good manufacturer’s brand...ask 
for the same thing tomorrow, or 
weeks from now... match ’em up, 
and they’re uniformly good, or 
better. 


This uniformity is no accident. 
Every manufacturer works hard 
at it because he knows that only 
unfailing goodness will keep you 
buying his product. So he’s mighty 
sure never to let quality slip. If 
he changes his product at all, you 
can bet it’s a change for the better. 


This goes for everything from a 
bobby pin to an automobile—just 
another reason for staying with 
your favorite brands for years 
and years. 


For news of the goods that are always 
good, read the ads in this magazine. 


BRAND NAMES 
FOUNDATION 


INCORPORATED 
A NON-PROFIT EDUCATIONAL FOUNDATION 
37 WEST 57 STREET, NEW YORK 19, N. Y. 


WANT UNIFORMITY? PATRONIZE THE DEALER 
WHO PROVIDES YOUR FAVORITE BRANDS 
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F.P.R.A. CONVENTION 


objective you have set up. Televi- 
sion costs money, but it can pay off 


-in impact and results. There can be 


no broad generalizations on televi- 
sion, other than that it is a very effec- 
tive medium”. 

Free coffee for customers during 
the cold months, served in the bank 
lobby by attractive staff members, is 
just one of the visible public rela- 
tions techniques used by his institu- 
tion, reported President Milton 
Tootle of the Tootle-Lacy National 
Bank, Saint Joseph, Missouri. 

He. added that public relations 
start with “the reaction of my officers 
and employees”. Other factors call- 
ed vital te his bank’s successful pro- 
gram include profit-sharing, eco- 
nomic education and __ training 
through staff meetings, lunch and 
lounge facilities, and health and life 
insurance. 

The story of the Denver Honor 
Club was cited’ as an example of 
friendly cooperation between banks 
and newspapers by T. Arthur Wil- 
liams, assistant vice president of Cen- 
tral Bank & Trust Company of Den- 
ver. Starting in 1946, over 758 boys 
and girls have received awards for 
returning thousands of dollars in 
“lost” funds. Publicity, savings ac- 
counts and “Y” memberships have 
been the rewards. 

He branded as “taboo” in press 
relations such errors as carelessness, 
vague answers, misleading _ state- 
ments, off-the-record quotes, at- 
tempted pressures and __ personal 
favors. 

One hundred ideas on what to do 
when having an “open house”, cele- 
brating an anniversary, or conduct- 
ing a,forum for men and/or women 
came out of the clinic on that sub- 
ject. Mrs. Edith Lull, assistant sec- 
retary of Rutherford Trust Company, 
Rutherford, New Jersey, said the ex- 
change of ideas resulted from an- 
swers received in questionnaires 
mailed to F.P.R.A. members prior to 
the convention. 

The value of spending more brains 
and brawn on market research and 
copy-testing was demonstrated by 
Donald B. Armstrong, Jr., vice pres- 
ident of the national advertising 
agency, McCann-Erickson, Inc., New 
York city. 


(Continued from Page 11) 


Another New York advertising 


agency executive — John Caples, 
vice president of Batten, Barton, 
Durstine & Osborne, Inc. — warned 


the delegates not to be afraid of 
“long copy” in advertising, in the 
selling of a service like banking. 


MR. PENCE MR. MACLEAN 


Besides President Maclean, new 
officers of the Financial Public Rela- 
tions Association (see front-cover 
picture and reference on Page 2) are: 

W. W. Delamater, vice president 
of Tradesmen’s Land Title Bank & 
Trust Company, Philadelphia, ad- 
vanced to first vice president; 

William E. Singletary, vice presi- 
dent of Wachovia Bank & Trust Com- 
pany, Winston-Salem, North Caro- 
lina, second vice president; 

Orrin H. Swayze, executive vice 
president of the First National Bank 
in Jackson, Mississippi, third vice 
president ; 

A. Gordon Bradt, second vice pres- 
ident of Continental Illinois National 
Bank & Trust Company of Chicago, 
treasurer. 

William B. Hall, vice president of 
the Detroit Bank, Detroit, former 
president of the association, was 
elected to the senior council. 

Directors elected for three-year 
terms were: Allan Herrick, advertis- 
ing manager of Security-lirst Na- 
tional Bank of Los Angeles; L. J. 
Smotherman, assistant vice president 
of First Wisconsin National- Bank, 
Milwaukee; Reed Sass, vice president 
of Fort Worth National Bank, Fort 
Worth, Texas; C. Arthur Hemming- 
er, director of advertising and pub- 
lic relations for First National Bank 
in Saint Louis; Gus Asplund, Jr., as- 
sistant vice president of Seattle-First 
National Bank, Seattle; Edward W. 
Nippert, vice president and trust 
officer of Fifth Third Union Trust 
Company, Cincinnati, and L. L. Mat- 
thews, ex officio. END 
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Isn’t this man a 
better risk 

today than he 
was in 1949? 


JOE GIDDENS LOOKS TO THE FUTURE WITH CONFIDENCE 


Bux in 1949, Joe Giddens, of Leander, Texas, 
was a quarry worker. Mrs. Giddens was clerk and 
postmaster in Leander. Then, with the cooperation 
of his Purina dealer, Joe Giddens got a loan from 
Austin National Bank and started raising broilers. 
He paid off the loan the first year. Today, he has 
broiler-raising capacity of more than 14,000 birds 
at a time. His farm has up-to-date equipment and 
his family enjoys a new, air-conditioned home with 
plenty of work-saving appliances. 

Like thousands of other poultry and livestock raisers, 
Joe Giddens got his start toward prosperity on his 
own ambition, his Purina dealer’s feeding and man- 
agement help and a loan from his bank. 

If you want details on how profitable poultry and 
livestock financing helps build community prosperity, 
write Ralston Purina Company, 1624 Checkerboard 
Square, St. Louis 2, Missouri. 


Mr. and Mrs. Giddens are making more 
money than both made when on salaried 
jobs. Broiler profits paid fortheir new home. 


RALSTON PURINA COMPANY 
St. Lovis 2, Mo. 


BROILER FINANCING GOOD 
BUSINESS FOR AUSTIN BANK 


“Purina dealer service to growers is an important 
factor in financing broilers,” comments bank president, 
Dr. James C. Dolley (left), to R. R. Bridges, of Bridges 
Farm and Ranch Supply, Austin, Texas. 


“We made our first loans to broiler growers in 
1948,” says Dr. Dolley, ‘“‘and we found them to 
be good business. Our financing has helped in 
the construction of 30 broiler houses having a 
total annual capacity of 300,000 birds. 


“Our losses on such financing have been very 
light . . . lower, in fact, than the average loss 
experience. Broiler grower financing has 
—— us important new customers. We find 
that folks recommended by the Purina dealer 
are good risks. 


“When we finance a grower, we strongly advise 
~ he follow the Purina Broiler Program,” 
Dolley continued. “The fore, devel- 
oped by Purina Research and backed by the 
ose cooperation of the Purina dealer, sales- 
man and feeder, practically assures success.” 


PARTNERS IN PROSPERITY 
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* Do YOU know the differences in 


federal deposit insurance plans? 


* Do your CUSTOMERS? 


Since publication in THE INDEPENDENT BANKER in its July 1954 issue 
of an authoritative article pointing out the distinctions between the insur- 
ance coverage afforded by the FDIC and that provided by the Federal Savings 
& Loan Insurance Corporation, the demand by banks and bankers for separate 

reprints of the article has been snowballing. 4 


Many banks have ordered large press-runs of these reprints for use 4 
as statement stuffers and mailing pieces, as well as lobby hand-outs. 


“Compliments on this presentation”, says the president of a Texas 
bank. “There is only one deposit insurance plan; that is the 
banks’ plan. The savings and loan associations have a liquidat- 
ing insurance scheme that pays off as, if, and when they get ready. 
I want several thousands of this story reprinted in your shop. If 
you decide to do this in full volume, I am sure that banks would 
be glad to use these as statement stuffers”. 


“T feel that $15.00 per thousand for the reprints would be satis- 
factory to any banker’, writes the president of a Kansas bank. 
“Please send ours right away”. 


“We have had so many requests for this article, we are wondering 


if it has been issued in reprint form, as it is one that should ° 
have general distribution, inasmuch as most people think all these Mail 
insurance plans are the same”, says a banker in Indiana. Pk oupon 


Order yours NOW! Use this coupon TODAY! 


To: THE INDEPENDENT BANKER 
625 Second Avenue South 
Minneapolis 2, Minnesota 


Please ship us. (quantity) of your reprints of the article describing the differences in de- 
posit insurance plans. We understand that these reprints are in size suitable for mailing with monthly 


statements and other first-class mail. 
We understand the cost to be $15.00 per thousand, plus shipping charges. 


(Bank) 
i d. 
‘a Our check for $ is attache (Town) (State) 
[_} Bill us $______ on delivery. (Officer signing order) 
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IDEAS 


for 
BETTER BANKING 


BURROUGHS’ new F212 Sensimatic bank posting machine with automatic check count, des- 


cribed in the accompanying article, was unveiled October 17 and received on-the-spot 
examination by THE INDEPENDENT BANKER staff representatives and thousands of bankers 


attending the A.B.A. convention in Atlantic City. 


@ New Burroughs F212 
Makes a Big Hit 
In Atlantic City 


HE F212 is a slick idea for your 
department, ‘/deas for Better Bank- 
ing’”, says Noel L. Mudd, general 
sales manager of the Burroughs Cor- 
poration, Detroit. 

“Over 40 years ago, Burroughs 
introduced the first practical bank 
bookkeeping machine, and since that 
time a very high percentage of bank 
statements in the United States and 
Canada have been prepared on suc- 
cessively-improved Burroughs bank 
accounting machines. The F212 is 
the end resulf of this long experience 
in building equipment to serve the 
banking field, and does the job more 
economically with greater speed, 


ease and simplicity of operation”, 


November 1954 


Outlining new features of the ma- 
chine, Mr. Mudd says: 

“It is a new-style machine incor- 
porating the attractive features of 
Burroughs’ present line of high key- 
board machines with the inherent ad- 
vantages of the Sensimatic design. 

“Outstanding advantages of the 
F212 are (1) automatic check count 
with a listing and totaling capacity 
of four digits, (2) simplified error 
correction, employing an error cor- 
rection key that completely reverses 
an entry and fully describes it with 
only one key depression, (3) sepa- 
rate listing tape, (4) auditor’s lock 
on the date section, and (5) auto- 
matic total of accumulated balances. 
Production figures of checks, depos- 
its and active accounts are provided 
automatically. 

“The F212 also has a rotary cal- 
endar date section with three quick- 
set dials for months, days and years. 


FOR 
65 
YEARS 


We have provided 
San Diego with a 
complete Banking 
Service in one con- 
venient downtown 
location. 


San Diego 
Bank 


SAN DIEGO, CALIFORNIA 


Member 
Federal Deposit Insurance Corp. 


persistent) 


hoarseness 
or cough 


...is one of the seven common- 
est danger signals that may 
mean cancer...but should al- 
ways mean avisit to your doctor. 


The other six danger signals are 
—Any sore that does not heal 
...A lump or thickening in’ the 
breast or elsewhere...Unusual 
bleeding or discharge... Any 
change in a wart or mole... 
Persistent indigestion or diffi- 
culty in swallowing... Any 
change in normal bowel habits, 


For other facts about cancer 
that may some day save your 
life, phone the American Cancer 
Society office nearest you, or 
write to “Cancer”—in care of 
your local Post Office. 


American Cancer Society 
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June 
June 
June 
June 
June 
June 
June 


Oct. 


Oct. 
Oct. 


Oct: 
Nov. 


Dec. 


4-6 

8-10 

9-11 
12 
16-18 


19-21 
19-21 
21-24 
22-25 


23-25 
24-25 


May 30-June 3 


4 

8-12 

9-11 
13-15 
15-17 
24-25 
24-26 


June 30-July 2 


5 


9-13 
17-18 


23-26 
13-17 
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Up and Coming 


ENTER THESE IN YOUR DATEBOOK NOW | 


A.B.A. mid-continent trust conference at Drake Hotel, Chicago, Illinois 
lowa Bankers Assn. at Hotel Fort Des Moines, Des Moines 
A.B.A. agricultural credit conference at Hotel Peabody, Memphis, 


Tennessee 
A.B.A. national credit conference at LaSalle Hotel, Chicago, Illinois 


New York State Bankers Assn. mid-Winter meeting at Hotel 
Commodore, New York city 

Connecticut Bankers Assn. mid-Winter banquet 

New Jersey Bankers Assn. farmers and bankers luncheon at Hotel 
Hildebrecht, Trenton 

New Jersey Bankers Assn. graduate bankers seminar at Princeton Inn, 
Princeton 

Pennsylvania Bankers Assn. bank operation clinic at Philadelphia 

Vermont Bankers Assn. mid-Winter meeting at Burlington 

New Jersey Bankers Assn. director 9 t conference at 
Berkeley-Carteret Hotel, Asbury Park 

Massachusetts Bankers Assn. public relations workshop at Harvard 
Club, Boston 

Florida Bankers Assn. at Boca Raton Hotel, Boca Raton 

Independent Bankers Assn. of America at Hotels Willard and - 
Washington, Washington, D.C. 

Pennsylvania Bankers Assn. trust division conference at Harrisburg 

N. A.B. A.C. Southern regional conference at Wichita, Kansas 

Massachusetts Bankers Assn. installment credit conference 

New Jersey Bankers Assn. public relations school at Princeton University 

Georgia Bankers Assn. at Bon Air Hotel, Augusta 

N. A.B. A.C. Northern regional conference at French Lick, Indiana 

Association of Reserve City Bankers at El Mirador, Palm Springs, Calif. 

N. A. B. A.C. Eastern regional conference at Scranton, Pennsylyenia 

Massachusetts Bankers Assn. bank management conference at Hotel 
Sheraton, Worcester 

New Jersey Bankers Assn. at Chalfonte-Haddon Hall Hotels, Atlantic City 

North Carolina Bankers Assn. at the Carolina, Pinehurst 

Bankers Assn. for Foreign Trade at Cavalier Hotel, Virginia Beach, Va. 

Delaware Bankers Assn. at Hotel DuPont, Wilmington 

National Assn. of Mutual Savings Banks at Chalfonte-Haddon Hall 
Hotels, Atlantic City, New Jersey 

New Mexico Bankers Assn. at Santa Fe 

South Carolina Bankers Assn. at Francis Marion Hotel, Charleston 

Maryland Bankers Assn. at Claridge Hotel, Atlantic City, New Jersey 

Pennsylvania Bankers Assn. at Chalfonte-Haddon Hall Hotels, 
Atlantic City, New Jersey 

N. A. B. A. C. Western regional conference at Salt Lake City, Utah 

Arkansas Bankers Assn. at Arlington Hotel, Hot Springs 

American Institute of Banking at Miami, Florida 

Connecticut Bankers Assn. at Equinox Hotel, Manchester, Vermont 

District of Columbia Bankers Assn. at the Homestead, Hot Springs, Va. 

Massachusetts Bankers Assn. at New Ocean House, Swampscott 

Minnesota Bankers Assn. at Hotel Radisson, Minneapolis 

New York State Bankers Assn. at Lake Placid Club, Lake Placid 

New Jersey Savings Banks Assn. at Monmouth Hotel, Spring Lake 

Maine Bankers Assn. at Poland Spring House, Poland Spring 

Michigan Bankers Assn. at Hotel Statler, Detroit 

Massachusetts Bankers Assn. installment credit conference at Hotel 
Sheraton, Worcester 

National Assn. of Bank Auditors and Comptrollers at Denver, Colorado 

Connecticut Savings Banks Assn. at Mountain View House, Whitefield, 
New Hampshire 

lowa Bankers Assn. at Hotel Fort Des Moines, Des Moines 

—- Relations Assn. at Hollywood Beach Hotel, Hollywood, 

i 


Massachusetts Bankers Assn. 50th anniversary dinner at Hotel Statler, 
Boston 


IDEAS 


(Continued from Page 15) 


The operator will like its lighter 
motor bar and key depression. 

“F212 is the first of the Burroughs 
Sensimatic line to wear a new amber 
gray exterior finish, scientifically 
blended to reduce reflection and 
glare. Motor bars and keys are in a 
compatible shade of tan and cocoa 
brown”, 


@ Overdrafts a Problem 
At Your Bank? 
Here’s a Remedy 


: First National Bank & Trust 
Company of Tulsa, Oklahoma has 
designed and put to successful use 
a friendly method of warning unin- 
tentionally-overdrawn customers. It 
is an extremely good idea because 
not only does the warning against 
“NSF” reach the customer in a diplo- 
matic, gentle manner; it reaches that 
customer in a way to strongly em- 
phasize the bank’s splendid advertis- 
ing slogan. 

Two small pamphlets request the 
careless, customer to remember the 
bank’s motto, “Think . . . First”. 

Pamphlet Number 1 has on its 
cover an animated drawing of the 
bank building with a black eye and 
a red face. It is saying: “.. . is our 
face RED . . . someone FORGOT to 
Think .. . FIRST!” 

Inside, the folder explains that 
several checks had been returned re- 
cently, due to insufficient funds. 
“This not only makes us both red- 
faced, but it gives us both a ‘black 
eye’ with our mutual friends in the 
community. Probably a simple mis- 
take in addition or subtraction, but 
. . . please check your balance more 
carefully next time, won’t you?” 

Mr. First is blue on the second 
pamphlet, which says: “We're BLUE 
about it ... but we had to do it again 
... and you must have failed to 
check our reminder”. 

Inside the pamphlet, the over- 
drawn customer again is asked to 
check his balance before writing 
checks. 

Reports Vice President Donald P. 
Flynn: “Prompter attention has been 
given the new method than to the 
formal letter used previously”. END 
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AVERAGE country banker has 
certain ideas about himself. He 
may gather these ideas together 
at one time and, more than likely, 
expresses them quite infrequently. 
Nonetheless, he has certain opin- 
ions on the kind of a man he is. 

He considers himself an honest 
upright citizen. He thinks he 
knows business — not alone bank- 
ing, but other business, as well. He 
considers himself fair with his 
employees. He knows that when 
he extends or refuses credit, it is 
a serious matter and affects the 
iives and futures of people. He 
thinks he handles this fairly. He 
knows the responsibility bankers 
assume in handling other people’s 
money and he thinks he does this 
as it should be done. 

In the light of these ideas, coun- 
try bankers often find many of 
today’s government social pro- 
grams irritating. They resent the 
intrusion into their affairs. They 
dislike the detail and red tape. 
They have no quarrel with the 
benefits their employees receive 
from social security and similar 
programs, nor do they resent the 
cost. They simply dislike the 
wasteful detail and the cumber- 
some operation of government in 
getting a job done. 

Through the years, they have 
rather grudgingly learned to take 
these things somewhat for granted. 


A Regular Feature 
Written EXCLUSIVELY for 
THE INDEPENDENT BANKER 
By the President of a 
Midwestern Country Bank 


There isn’t the resentment there 
once was. Contributing to this is 
probably the fact that both major 
political parties have pretty much 
accepted the social measures as 
part of their platforms. 

With the rather general, if 
reticent, acceptance of these social 
ideas for their employees, do 
country bankers accept them for 
themselves? How do they feel 
about retirement as they advance 
in years? Are they ready to step 
aside and make way for promising 
junior officers? Most are not. 

Retirement is quite inconsistent 
with the thinking of most men of 
65 and over. In their youth, they 
were taught that hard work and 
long hours were basic parts of 
getting ahead. Things like leisure, 
relaxation and retirement were 
frowned on by men who wanted 
to amount to something. 

This probably accounts for the 
fact that we find men of 75, 85, 
and even 90 years of age still 
heading up country banks, and in 
some cases managing them as com- 
pletely as they did at 50. We see 
in the financial press, stories of 
bank presidents being honored on 
the occasion of their 40th or 50th 
election to the presidency. Young- 


er men must “wait until someone 
dies”, to use an expression that 
has long been associated with bank 
employment. 

The bad feature of this, of 
course, is the effect on the young- 
er men. They have two choices: 
first, stay in the bank submissive- 
ly, lose their aggressiveness, their 
spirit, their ambition and their 
individuality; or second, go into 
another business. In either case 
their bank loses the benefits of 
their ability and their talents. 

The solution is clear and plain. 
It can be readily seen, but some 
men simply refuse to see it or re- 
fuse to act if they do see it. To- 
day there are many excellent 
retirement plans available, and 
the government through income 
tax avoidance, helps pay the bill. 
Even a modest monthly payment 
at 65, — $100 to $150 a month — 
plus social security, can make a 
comfortable income for later life. 
Middle-aged bank officers should 
be thinking seriously about re- 
tirement, particularly how they 
are going to spend their time when 
they do it. 

Older bankers should plan for 
early management succession, pro- 
viding for either their complete 
separation from the bank or, at 
the most, a part-time advisory 
capacity, making no loans and 
handling no customers. END 
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New Mosler Flush Type ‘‘Picture Window” for Drive-In Banking. Note how free and “‘open"’ looking this window is, how easily customer reaches teller’s unit. 


Mosler Introduces 


“PICTURE 


for Drive- 


WINDOWS" 


in Banking! 


Take a look! Here is a brand new concept in drive-in window design. Developed by 


Mosler and Henry Dreyfuss, it embodies important forward steps in both engineering 


and styling. See how these advances add up to the finest drive-in facilities ever built. 


A word of caution: Don't let the striking 
modern appearance of these new Mosler “Pic- 
ture Windows” for Drive-In Banking absorb 
your attention too completely. For behind their 
inviting “open” look (styled to harmonize with 
the most advanced bank architecture, and bring 
depositor and teller closer together) is the most 
ingenious operating mechanism ever devised for 
drive-in transactions. 

Each “Picture Window” is electrically-operated 
. . » fully automatic. A single push button con- 
trol sends the teller’s unit out .. . opens its 
cover to an easily accessible 45° angle . . . and 


~ 


if it's Mosier... it's safe 


retracts it automatically after 15 seconds (or 
any interval desired). Customer reaches it 
easily . . . even with large bag deposits. And 
there is no danger of fingers catching . . . or 
wind blowing money away. For the unit is 
100%, safe . . . and wind-proof. There is no 
chance of embarrassing errors in transactions, 
either, for deposit receptacle is glass-covered, 
so money is never out of customer's sight. Send 
for the beautifully illustrated Mosler “Picture 
Window” catalog, today. See all the other new 
features built into these Mosler units. Mail 
coupon, now! 


Inside of new Mosier “Picture Window” is 
designed for split-second efficiency. Note glass 
lid of deposit receptacle, which is counter- 
balanced for effortiess operation by teller. 
Money is never out of customer's sight. Speaker 
system, mounted above teller’s line of vision, 
permits easy 2-way conversations . . . leaves 
teller’s hands free. Two big cash and storage 
drawers are positioned for quick easy access. 


New Mosler Bay Type ‘‘Picture Window” for Drive-in Banking has same free, 
“topen look,” incorporates same features as flush type. 


The Mosler Safe Company, Dep’t 3 

32nd Street and 5th Avenue, New York 1, N. Y. 

Please send me your new catalog which gives complete details and 
specifications for the new Mosler “Picture Windows” for Drive-In Banking. 


% Mosler Safe “7 
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it. | NAME POSITION 
World’s largest builders of safes and bank vaults . . . | 
Mosler built the U.S. Gold Storage Vaults at Fort Knox and | BANK 
the famous bank vaults that withstood the 
Atomic Bomb at Hiroshima ADDRESS 
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The picturesque houses of Georgetown, D.C. 
. look out upon one of the first locks of 
P otom ac Portrait the Chesapeake & Ohio Canal, long since 


abandoned for commercial purposes. 


NO. 8 IN A SERIES DEPICTING THE PRINCIPAL FEATURES OF WASHINGTON’S HISTORIC RIVER 


The Farmers & Mechanics Branch of Riggs National Bank (dating from 1814)... 


serving Georgetown since before the canal-building era. — 


The RIGGS NATIONAL BAN 


of WASHINGTON, D. C. 
FOUNDED 1836 * LARGEST BANK IN THE NATION'S CAPITAL 
Member Federal Deposit Insurance Corporation * Member Federal Reserve System 
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Statutory Responsibilities 


Of the FDIC Are Reviewed | 


At Convention in Raleigh, North Carolina, October 13-15, 
Of the National Association of Supervisors of State Banks 


Bac OF YOU at some time has had 
occasion to point out to bank direc- 
tors the legal responsibilities which 
accompany their charter or license 
to engage in banking. In fulfilling 
this task of bank supervision you are 
doing what is required of you by 
virtue of the office which you hold. 

That office was created by your 
state legislature. It was created to 
implement and enforce the laws 
which govern banking in your state. 
The definite legal responsibilities of 
your office are outlined in those sta- 
tutes. Your official actions are regu- 
lated by them and your decisions 
are made in accordance with them. 

The statutory framework within 
which you operate is not confined to 
state departments of banking. Indi- 
vidual directors of all banks have 
definite legal responsibilities, just as 
you have specific responsibilities for 
administering the banking laws of 
your respective states. 

The board of directors of the Fed- 
eral Deposit Insurance Corporation 
has comparable legal responsibilities 
delegated to it by the Congress. As 
defined by the Congress and, in some 
instances, delegated by the board of 
directors of the supervising exami- 
ners in the different districts, these 
statutory responsibilities are definite 
and explicit. More than that, they 
incorporate the results of fruitful ex- 
perience and considered judgment. 

Conditions for Success 

CONDITIONS FOR SUCCESS OF DEPOS- 
IT INSURANCE. When the framework 
of the FDIC was being laid out in 
1933 and 1935, its architects were 
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able to draw upon over a century of 
experience with previous measures 
to protect bank creditors. From both 
the successes and the failures among 
these early guaranty systems came 
valuable lessons. 

The basic dilemma which con- 
fronted the architects of this new at- 


By Earl Cook 


Chairman, Federal Deposit Insurance Corporation 


Washington, D.C. 


tempt to protect bank depositors was 
clearly stated by Chairman Crowley 
during the course of hearings on the 
revision of the act in 1935. Replying 
to a question of Senator Glass, Mr. 
Crowley stated: “Senator, you can- 
not hope to keep this corporation sol- 
vent unless you give it either tre- 


| 


COOK TO COMMISSIONERS 


mendous income, or unless you give 
it supervisory powers and the right 
to correct unsound practices . . .” 

The soundness of this logic cannot 
be refuted. The losses of the corpor- 
ation can be kept within the limits 
supportable at a reasonable cost to 
the banks only if the corporation is 
given specific implements to mini- 
mize its losses. 

When the Congress formulated the 
permanent insurance plan in 1935, 


(Continued from Page 21) 


it could have provided a larger in- 
come, more in keeping with the act- 
ual losses experienced during the 
preceding decades of banking; or it 
could have provided a lower income 
predicated upon smaller losses and 
the means to keep them small. 

The Congress elected to give the 
new corporation specific powers to 
supervise its risks. That is the most 
significant single characteristic of 
federal deposit insurance. 


The 
Cracker-Barrel 
Grocery Store 


... is as dead as the 
dodo bird. 


© How about the antiquated Bank? 


© How about YOUR Bank? 


The “gingerbread”, gim-cracks, 
cracker-barrel era is past. Our 
business is rebuilding and mod- 
ernizing buildings and fixtures. 


Modernization is not expensive. 


WRITE OR TELEPHONE US 
FOR AN ON-THE-JOB ESTIMATE. 


GAGE WOLFERS 


New Hampton, lowa - 
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Phone 148 


The obverse side of power is re- 
sponsibility. When the Congress em- 
powered the corporation to do cer- 
tain things to minimize its risk, it 
simultaneously imposed upon the cor- 
poration’s board of directors a re- 
sponsibility to take prescribed legal 
measures. The different actions set 
forth in the statutes vary in impor- 
tance and in consequence. Yet irre- 
spective of their significance, they 
are equal in that all are mandatory 
obligations laid upon the corpora- 
tion’s board of directors. 


New Banks 


INSURANCE OF NEW BANKS. One of 
the most important ways to reduce 
the insurance risk, and certainly the 
first in terms of sequence, is to ac- 
cept for insurance only those banks 
which have a reasonable prospect of 
success. When federal deposit insu- 
rance began, existing banks were ac- 
cepted upon a show of solvency only. 
But definite and more rigorous stan- 
dards for admission to insurance 
were set in 1935. The corporation 
gained greater freedom and at the 
same time accepted greater responsi- 
bility in admitting new banks to in- 
surance. 


The actions of the corporation in 
considering applications for deposit 
insurance are carefully governed by 
statute. Sections 4, 5 and 6 of the 
Federal Deposit Insurance Act pre- 
scribe the manner in which a new 
bank may qualify for deposit insu- 
rance. New national banks are certi- 
fied to the board of directors of the 
corporation by the comptroller of 
the currency. Newly-organized state 
banks which initially become mem- 
bers of the Federal Reserve system 
are certified to the board of directors 
of the corporation by the board of 
governors of the Federal Reserve 
system. Other state-chartered banks, 
newly-organized or operating, which 
desire to be insured are admitted up- 
on application to and examination by 
the corporation and approval by the 
board of directors. 

The law requires certain factors 
to be enumerated in the certification 
of the comptroller of the currency 
and the board of governors of the 
Federal Reserve system, and the same 
factors must be considered by the 
board of directors of the corporation. 
Section 6 of the Federal Deposit In- 
surance Act, which enumerates these 
factors, reads as follows: “The fac- 
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tors to be enumerated in the certi- 
ficate required under Section 4 and 
to be considered by the board of di- 
rectors under Section 5 shall be the 
following: The financial history and 
condition of the bank, the adequacy 
of its capital structure, its earnings 
prospects, the general character of 
its management, the convenience and 
needs of the community to be served 
by the bank, and whether or not its 
corporate powers are consistent with 
the purposes of this act.” 

I invite your special attention to 
the language of Section 6. It is un- 
equivocal: “The factors . . . to be 
considered by the board of directors 

. shall be the following: ...”. 
The act makes clear that the respon- 
sibility of the board in this matter 
is mandatory and not discretionary. 

We may be sure that this language 
was deliberate and not accidental. 
By defining the responsibility of the 
directors of the corporation in con- 
sidering new risks, it sought to bring 
those risks within reasonable bounds. 


Termination of Insurance 


TERMINATION OF DEPOSIT  INSU- 
RANCE. The determination to insure 
only acceptable risks was reflected 
also in the specific power and re- 
sponsibility to terminate the deposit 
insurance of any bank found to be 
operating in an unsafe and unsound 
manner. The power to terminate in- 
surance was quickly recognized as a 
corollary of the corporation’s re- 
sponsibility to have some measure of 
control over its risk. Some of the pre- 
ceding state systems of deposit 
guaranty failed for lack of authority 
to expel defiant and unsound banks, 
thus giving particular point to the 
need for authority in this area. 

Testifying before the Senate com- 
mittee on this matter in 1935, Mr. 
Crowley stated: “We also believe 
that the insurance corporation should 
have the right to terminate the insu- 
rance of any bank if, after a hearing 
and after notice to depositors, such 
action is in the best interest of both 
depositors and the corporation. In 
establishing deposit insurance, Con- 
gress has assumed not only a definite 
responsibility to bank depositors, 
but also a moral obligation for the 
sound management of banks.” 

To carry out this important re- 
sponsibility, the Congress set forth 
in Section-8¢a) of the Federal De- 


posit Insurance Act a clear mandate 
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to the directors of the corporation. 
Here is the language of this section: 
“Whenever the board of directors 
(of the corporation) shall find that 
an insured bank or its directors or 
trustees have continued unsafe or un- 
sound practices in conducting the 
business of such bank, or have know- 
ingly or negligently permitted any of 
its officers or agents to violate any 
provisions of any law or regulation 
to which the insured bank is subject, 
the board of directors shall . . .” — 
and there the section lists specific 
courses of action to be taken. 


Again, you will note that the act 
provides no alternatives. The sense 
of the language is obvious. The words 
“when the board shall find” impose 
upon the board the duty to be alert 
to find forbidden practices. When 
such findings are made, the act de- 
fines the course of actions which 
must follow. 

To protect sound insured banks 
insofar as possible from paying for 
the errors of incompetent and self- 
serving managements is a basic su- 
pervisory responsibility. The autho- 
rity to terminate the insurance of 


“At Your Service” 


SHERATON HOTELS 
in the 
United States 


and 


Canada 
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FDIC RESPONSIBILITIES 


the few banks which engage in un- 
safe and unsound practices and vio- 
lations of law permits the corpora- 
tion to guard against intolerable 
burdens and gross injustice. 


Establishing Branches 

ESTABLISHMENT OF BRANCHES. Con- 
trot over the establishment of 
branches is not of the same degree of 
importance as the authority to grant 
and terminate insurance. I might 
even mention that in England banks 
may establish branches at will with- 
out the prior approval of a supervi- 
sory agency. However, we have a 
different tradition and a different 
situation in this nation, for the num- 
ber and character of branches vital- 
ly affect our banking system. 

Section 18(d) of the Federal De- 
posit Insurance Act requires the con- 
sent of the corporation to the estab- 
lishment of branches by state non- 
member banks. It also requires the 
consent of the corporation to the 
change of location of such branches 
or the change of location of the main 
office of a state non-member insured 
bank. 

Comparable authority with respect 
to national banks and state banks 
members of the Federal Reserve sys- 
tem vests, respectively, in the comp- 
troller of the currency and in the 
board of governors of the Federal 
Reserve system. The scope of autho- 
rity in regard to the establishment of 
branches and changes of location 
varies considerably among the seve- 
ral states, and the corporation’s ac- 
tions in individual cases are, of 
course, governed by the laws of the 
respective states. 


Retiring Capital 

RETIREMENT OF CAPITAL. Consent 
of the corporation for an insured 
non-member state bank to reduce the 
amount or retire any part of its 
common or preferred capital stock 
is required by Section 18(c). The 
withdrawal of capital funds in con- 
nection with the consolidation, mer- 
ger, or conversion of insured banks 
is also governed by this subsection. 
Authority over the withdrawal of 
funds in merger cases is vested in the 
corporation if the resultant bank is 
to be an insured state non-member 


bank. 
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DisPLAY OF FEDERAL DEPOSIT IN- 
SURANCE SIGNS. ‘The display of in- 
formation to the effect that the de- 
posits of banks are insured by the 
corporation is governed by Section 
18(a). Specifically, the law provides 
that the board of directors shall pre- 
scribe by regulation the forms of 
window signs, the manner of display 
and the substance and manner of use 
of such statements. 

The purpose of this provision was 
to place the depositing public on 
notice as to whether or not an indi- 
vidual bank is insured by the cor- 
poration. With this knowledge, each 
depositor would be permitted to 
exercise his own discretion in choos- 
ing between a bank insured by the 
corporation and one not so insured. 

Unfortunately, this intended safe- 
guard has not fully served its pur- 
pose. There have been several in- 
stances where non-insured banks 
failed and where the majority of the 
depositors did not realize until after 
their rude awakening that they were 
not protected by federal deposit in- 
surance. 


Each instance of this kind impress- 
es upon the board of directors of the 
corporation its responsibility under 
the law to enforce its advertising 
regulations strictly. It is not immo- 
desty but a deep concern for the pro- 
tection of depositors which prompts 
these regulations. 


Approval of Employees 


APPROVAL OF BANK EMPLOYEES 
CONVICTED OF DISHONESTY. Making 
its first appearance in the 1950 re- 
vision of the law, Section 19 of the 
act reads as follows: “Except with 
the written consent of the corpora- 
tion, no person shall serve as a di- 
rector, officer, or employee of an in- 
sured bank who has been convicted, 
or who is hereafter convicted, of any 
criminal offense involving dishonesty 
or a breach of trust. For each willful 
violation of this prohibition, the 
bank involved shall be subject to a 
penalty of not more than $100 for 
each day this prohibition is violated, 
which the corporation may recover 
for its use.” 

This provision of the law applies 
to ail insured banks, whether state or 
national. 

The background of this particular 


LodA 
BANK. 


“My check bounced! Isn’t your money ‘any good?” 


Q\ 
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provision of the law shows how the 
hard school of experience has played 
its role in the evolution of deposit 
insurance. In the early days of the 
corporation a certain individual pro- 
moted the organization of a bank in 
one of our states. Investigation of 
the proposal disclosed that several 
years previously, this individual had 
been convicted of serious irregulari- 
ties in connection with his manage- 
ment of a bank in another state. 

It was therefore required by the 
state authority and the corporation 
that he be disassociated from the pro- 
posed bank. When this was done the 
bank was duly chartered and insured. 
However, as soon as the bank open- 
ed, this individual re-entered the 
scene as execulive officer of the bank. 
The state statute did not permit the 
commissioner to remove him and the 
corporation could remove him only 
through threatened termination pro- 
ceedings. 

In less than a year, a shortage of 
several thousand dollars was dis- 
covered in this small new bank, plac- 
ing it in a very precarious position. 
Section 19 of the present act is de- 
signed to prevent the repetition of 
such circumstances. 


Fidelity Bonds 

Fiwe.ity Bonps. The architects of 
federal deposit insurance visualized 
the corporation primarily as a for- 
tress against honest mistakes of 
financial judgment and economic dis- 
tress, and only secondarily as insu- 
rance against dishonesty. Long be- 
fore 1933, protection against losses 
due to the dishonesty of employees 
was available at moderate cost. In 
keeping with this distinction, the 
corporation has encouraged the banks 
themselves to take out adequate fidel- 
ity bonds, keeping in reserve its full 
authority to require insured banks to 
carry such bond. 

Section 18(e) of the act authorizes 
the corporation to require any insur- 
ed bank to provide protection and in- 
demnity against burglary, defalca- 
tion and other similar insurable 
losses. Whenever any insured bank 
refuses to comply with such require- 
ments, the corporation may contract 
for such protection and indemnity 
and add its cost to the assessment 
otherwise payable by the bank. 

Not yet having had to resort to 
this extreme procedure, the corpora- 
tion has cooperated actively with 
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other supervisory authorities in the 
encouragement of more adequate 
fidelity and indemnity coverage by 
banks. In these efforts it has met with 
a high degree of success, the benefits 
of which have accrued not only to 
the corporation but in even greater 
measure to the stockholders of banks. 


Protection of Depositors 

PROTECTION OF DEPOSITORS. Let 
us turn now to the chief beneficiary 
of federal deposit insurance — the 
depositing public. To depositors, the 
Federal Deposit Insurance Corpora- 
tion means one thing and one thing 
only: it is the agency of government 
which was established to maintain 
the liquidity of their deposit funds 
at all times and to make them readily 
available up to the maximum insu- 
rance limit. 

The law provides that whenever an 
insured bank shall have been closed 
by action of its board of directors or 
by the appropriate supervisory autho- 
rity, payment of the insured deposits 
in such bank shall be made by the 
corporation as quickly as possible. 
The alternative methods of discharg- 
ing this obligation are specifically set 
forth in the law. 

The corporation has made every 
effort to comply wiih both the letter 
and the spirit of this mandate. In ab- 
sorption cases made possible by the 
financial assistance of the corpora- 
tion, there has ordinarily been no 
disruption in the depositor’s normal 
business relations with his bank. In 
receivership cases, depositors ordi- 
narily have been able to claim their 
funds within two weeks following 
the closing of the bank. 

In the few instances when the cor- 
poration has not been able to per- 
form with this normal degree of 
promptness, the delays have been 
occasioned by local statutory techni- 
calities over which the corporation 
had no control. Promptness has been 
achieved at no sacrifice of substance, 
as over 99% of all depositors of 
closed insured banks have been fully 


protected against loss. 


Liquidation of Assets 

LIQUIDATION OF ASSETS. Federal 
deposit insurance does more than as- 
sure protection for depositors. It 
recognizes and respects the interests 
of debtors when an insured bank 
finds itself in difficulty. The Federal 
Deposit Insurance Act directs the 
corporation “to realize upon the as- 


CLASSIFIED 
* ADS 


Advertising rates in this department: 10¢ per 

word, except words in capital letters are 15¢ 

each. Blind address computed as six addi- 

tional words. 

In replying to blind ads, address as follews: 
Box # 
c/o The Independent Banker 
625 Second Avenue South 
Minneapolis, Minnesota 


CREDIT MANAGER 


Credit manager wanted. Experienced in oll 
types of commercial loans. Take complete 
charge of credit department in Middlewesi 
bank. Address Box 201, c/o The independent 
Banker. 


OPPORTUNITY 
Man 30 to 45 years, with loan and insu- 
rance i $ d in management of 


$2-million-total bank. Nice Colorado town. 
Good schools. Good salary and participation 
in insurance as sideline. Write Box 202, ¢/o 
The Independent Banker. 


POSITION WANTED 


Are there opportunities for advancement 
in your bank? | am anxicus to relocate, 
preferably in the Midwest or West. Am now 
employed in a bank, performing work usual- 
ly associated with an assistant cashier. De- 
sire similar position, no teller duties, in lar- 
ger bank. Am 41 years old, 20 years’ ex- 
perience as assistant cashier. Good refe- 
rences cand family background. Write me 
care of Box 202, c/o The Independent 
Banker. 


Graphotype. Make your own addresso- 
graph plates. 

Small nests of safe deposit boxes. 

Burroughs posting machine. 

Write G. L. Schmitz, Jr., Box 771, Roches- 
ter, Minnesota. 


Mosler time lock vault safe; 

Diebold money chest; 

Shaw-Walker insulated posting tray; 

Two 8-drawer and one 22-drawer 4x6 
Kardex cabinets; 

Hand-model addressograph; 

Two reconditioned Brandt changers; 

late-model Todd check writer; 

late-model Paymaster check writer; 

Klopp money counter and packer; 

Miscellaneous assortment steel posting 
trays. 

Write to: C. A. Doyle, 316 Gibson Street, 
Eau Claire, Wisconsin. 


SEEK CONTROL 


Wanted — to buy control of a $1-million 
to $2-million bank in lowa or Minnesota. 
References furnished. Address Box 199, c/o 
The Independent Banker. 
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TWIN CHECK GUIDES 


(Pat. Pending) 


The sensationally new bank aid for 
filing canceled checks that has been 
needed for 30 years. 


Says a Wisconsin Banker: 


“Frankly, ‘Twins’ are such a won- 
derful improvement over the mess 
we have been working with that we 
just can’t wait until we get enough 
for a complete installation.” 


WRITE TODAY FOR MORE DETAILS 


James L. Smith Co. 
1118 Mulberry St. — Dept F 
Des Moines, lowa 3 


Latest 
Data 


only 


IT’S READY... 
Sauk 


SEPTEMBER 1954 EDITION 


June 30, 1954 statement, 
officers, directors, corres- 
pondents, transit number, 
check routing symbol, 
phone number and other 
pertinent data. 

Similarly complete data 
reported for banks every- 
where. Also, listings of 
Investment Dealers and 
Insurance Companies op- 
erating in the United 
States and Canada. 


ORDER TODAY 
Cj September ‘54 issue 


$27.50 


(Includes 6 months Revision Service) 


September issue yearly, 
5 years 
(Includes Revision Service yearly) 


R. L. POLK & CO. 


Publishers since 1870 
130 Fourth Avenue North 
Nashville 3, Tennessee 


$20.00 yearly 
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sets of such closed banks, having due 
regard to the condition of credit in 
the locality.” 

The intent of this provision is ob- 
vious. It enables the banks’ debtors to 
discharge their obligation to the 
bank in an orderly manner without 
being forced to sacrifice asset value 
on a depressed market. 

This disposition has also been ad- 
vantageous to the corporation in its 
role as creditor. Despite the adverse 
selection of assets obtained from 
closed insured banks, the corpora- 
tion has so far recovered about nine- 
tenths of its total disbursements. 
These recoveries have been many 
times greater than could have been 
realized from a hasty liquidation 
program. 

LIABILITY OF STOCKHOLDERS AND 
DIRECTORS. Questions have some- 
times been raised about the propri- 
ety, or possible impropriety, of the 
corporation’s actions against direc- 
tors of a closed bank for damages re- 
sulting from these directors’ failure 
to discharge their statutory responsi- 
bilities. The language of the law as 
it applies to this situation is unequiv- 
ocal. The very sentence which directs 
the corporation to realize upon the 
assets of a closed bank with due re- 
gard to the condition of credit in the 
bank’s locality includes this follow- 


ing clause: “to enforce the individual - 


liabilities of the stockholders and 
directors.” 

Summary. Criticisms which some- 
times follow specific actions of the 
corporation convince me that there 
exists some confusion of the pur- 
poses sought to be accomplished by 
deposit insurance. And even more, 
there seems to be a lack of under- 
standing of the relation between 
those purposes and the instruments 
which the Congress made available 


to the corporation for their accomp- 


lishment. 

It is, in fact, an understatement to 
say that Congress made these tools 
available; rather, they directed the 
corporation to use them. We have 
not alone the power, but equally the 
responsibility, to withhold insurance 
from unworthy banks; to terminate 
the insurance of banks which persis- 
tently violate sound banking prac- 


tices; to control the establishment of 
branches and the retirement of bank 
capital; to regulate advertising of 
the fact of deposit insurance; to pre- 
vent the employment by banks of per- 
sons convicted of dishonesty and 
breaches of faith; to require banks 
to carry adequate fidelity bonds; to 
protect depositors; to be mindful of 
debtors as well as creditors in the 
liquidation of asseis; and to enforce 
the liability of bank directors. 

In discharging these responsibili- 
ties, we are just a group of ordinary 
individuals trying to fulfill an as- 
signment. A highly-important task 
we think it is, too, for upon the con- 
scientious performance of our man- 
date from the Congress depends in 
large part the welfare of our bank- 
ing community. END 


New President 
For Metal Products 


se H. Luppen, vice president in 
charge of sales at Metal Products 
Engineering, Inc., has been appoint- 
ed president of the 
company, with 
which he has been 
associated for 15 
years. 

Franklin UH. 
Donnell, former 
president, has been 
elected chairman 
of the board of 
directors. Mr. Don- 
nell also has been 
appointed vice president in charge 
of finance for Consolidated Engi- 
neering, manufacturers of mass spec- 
trometers and other precision instru- 
ments, at Pasadena, California. 

Metal Products Engineering, Inc., 
Los Angeles, manufactures and dis- 
tributes nationally a complete line of 
bank and office equipment, including 
the popular MP junior coin changer, 
the MP stamp pad and pen set, alu- 
minum sheet holders, clip boards 
and other items. President Luppen 
tells THE INDEPENDENT BANKER that 
by the end of this year, Metal Pro- 
ducts will have the most complete 
line of coin changers on the market, 
and that two new coin machines al- 
ready are in production. END 


MR. LUPPEN 
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New Committees 
Named 


MR. QUINN 


MR. DONHOWE 


of the new Barry 
committee to study and report on the 
Barry plan for perpetuation of 
small-bank ownership and manage- 
ment, has been completed by William 
J. Bryan of Nashville, Tennessee, 
president of the Independent Bank- 
ers Association of America. 

The chairmanship went to Reed H. 
Albig, president of the National 
Bank of McKeesport, McKeesport, 
Pennsylvania. 

Rounding out the five-man mem- 
bership are A. T. Donhowe, vice 
president of Central National Bank 
& Trust Company of Des Moines, 
Iowa; C. C. Lehr, vice president of 


the First State Bank of Gackle, 


North Dakota; L. L. Lillibridge, 
president of the Burke State Bank, 
Burke, South Dakota, and Arthur J. 
Quinn, president of the Northwes-— 
tern State Bank, Cumberland, Wis- 
consin. 


MR. VAUGHAN MR. MACOMBER 


Another important committee as- 
signment in connection with plans 
for the [.B.A.’s 21st annual conven- 
tion in Washington, D.C. next March 
24-26, also has been filled by Presi- 
dent Bryan. Chairmanship of the 
committee to arrange for the enter- 
tainment of the ladies of the con- 


November 1954 


vention went to Warren F. Vaughan, 
assistant vice president of the Secu- 
rity Trust & Savings Bank, Billings, 
Montana. 

Earlier convention committee ap- 
pointments, first announced in THE 
INDEPENDENT BANKER last month, in- 
cluded: 

Program committee — O. D. Han- 
sen, president of the Bank of Union 
County, Elk Point, South Dakota 
(chairman); Guy Sturgeon, presi- 
dent of the Bank of Commerce, Sher- 
idan, Wyoming, and F. A. Buscher, 
president of the National Bank of 
Commerce, Mankato, Minnesota. 


Regisration and hotel reservations 


MR. WEST 


committee — G. R. Macomber, vice 
president of the Richfield State 
Bank, Richfield, Minnesota (chair- 
man). 

Entertainment and banquet com- 
mittee — J. Roy West, assistant vice 
president of the American National 
Bank & Trust Company of Chicago 
(chairman). 

Washington sightseeing and special 
trains committee — Otto H. Preus, 
vice president of the Marquette 
National Bank of Minneapolis (chair- 
man). END 


Bank Women 
Hear Ben Wooten 


ANKING offers more opportuni- 
ties for success for women than any 
other type of business”. 

The speaker was Ben H. Wooten, 
president of the First National Bank 
in Dallas, and he was_addressing an 
audience of women bankers. Occa- 
sion was the annual convention of 
the newly-renamed National Associ- 
ation of Bank Women, in Houston, 
Texas, September 30-October 3. 

“There are more positions that 
women can fill well, and more op- 
portunities for their elegance and 
charm to pay dividends”, the Dallas 
banker continued in his salute to 
banking’s attractions for the fair sex. 
“In banking, you can do your daily 
job and be preparing yourself for 
the job ahead by increasing your 
skill in the work to which you are 
assigned”. 

Tools available to bank workers in 
the “workshop of success”, which 
was Mr. Wooten’s topic, were listed 
as ambition, salesmanship, know- 
how, willingness to accept responsi- 


bility and make decisions, courtesy 
and friendliness, cooperation, the 
capacity to make friends, enthusiasm, 
patience, thriftiness, and courage. 

Elected to head the 33-year-old 
organization, which changed its for- 
mal title from the earlier “Associa- 
tion of Bank Women”, was Cora I. 
Blanchard, assistant treasurer of the 
Suffolk Savings Bank for Seamen & 
Others, Boston. 

Miss Blanchard has served as re- 
gional vice president of the New Eng- 
land division, chairman of the pub- 
lications committee, chairman of the 
founder’s tribute committee, and vice 
president. She is a member of Boston 
chapter of the American Institute of 
Banking, formerly was president of 
the Massachusetts Association of Sav- 
ings Bank Women, and has been ac- 
tive in many other organizations. 

Newly-elected vice president is 
Virginia A. Rehme, assistant vice 
president of the Southern Commer- 
cial & Savings Bank, Saint Louis. 

Miss Rehme began her banking 
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BANK WOMEN 


(Continued from Page 27) 


career in 1941 when she became 
secretary to the 
president of the 
Southern Com- 
mercial & Savings 
Bank. In 1946 she 
was elected assis- 
tant secretary of 
the bank, in 1948 
she became assis- 
tant cashier and 
assistant secretary, 
and in August this 
year, assistant vice president. She has 
been active in the association for 
several years, served as regional vice 
president of the Midwest division 
and chairman of the Metropolitan 
Saint Louis group, and on various 
committees. She is a member of the 
Financial Public Relations Associa- 
tion and the A.I.B., and currently 
serves on the Missouri Bankers As- 
sociation’s public relations commit- 
tee. 

Other officers elected at the Hous- 
ton convention were: 

Recording secretary — Margaret 
M. Buckley, manager of Washington 
Square branch of Brookline Trust 
Company, Brookline, Massachusetts, 

Corresponding secretary — Louise 
Seely, clerk of the corporation, 
Charlestown Savings Bank, Charles- 
town district, Boston. 

Treasurer — Florence C. Otten, 
comptroller of Citizens Savings Bank, 
Citizens Trust Company, Providence, 
Rhode Island. 

Eight regional vice presidents 
were elected: 

Lake division—Virginia Engelken, 
Central Trust Company, Cincinnati. 

Middle Atlantic division — Mabel 
F. Thompson, assistant secretary of 
Union Dime Savings Bank, New 
York city. 


MISS REHME 


Midwest divi- 
sion — Helen L, 
m Rhinehart,  secre- 
tary of the Bren- 
ton Companies, 
Des Moines, Iowa. 
England 
division — Ger- 
> trud M. Sundlie, 
assistant manager 


MISS RHINEHART ©! Park Square 
office, National 


Shawmut Bank, Boston. 
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THE DECLARATION OF INDEPENDENTS 


An Explanation 


In 1776, certain clear-sighted, farseeing men in the American 
colonies grasped the torch of destiny and drafted a series of important 
statements. These statements proclaimed specific fundamental beliefs, 
reviewed certain items of historical fact, and set forth a bold declaration 


of independence. 


Led by John Hancock, the 56 men who signed the Declaration of 
Independence recognized the seriousness of what they were doing. A 
stout contractual commitment was made in the final sentence of the 
document which they signed: “And for the support of the Declaration, 
with a firm reliance on the protection of divine Providence, we mutually 
pledge to each other our lives, our fortunes and our sacred honor”. 

In 1954, certain clear-minded, clear-sighted bankers have brought 
forth an unique industry declaration of belief and intent. This Declaration 
of Independents of only 152 words contrasts with the Declaration of 
Independence with its more than 1,350 words. In strength of conviction, 
in clarity of intent, in sincerity of purpose, however, the two Declarations 
are companion pieces of courageous determination. 

The Declaration of Independents has been signed by banks, 
rather than by individuals, and by several times the number of signers 
of the Declaration of Independence. With both Declarations, the signers 
are the leaders of their time; the rest of us owe them our sincere gratitude. 


Northwestern division — Mrs. 
Sally M. Lanham, assistant cashier 
of the Fort Lewis branch, National 
Bank of Washington, Fort Lewis, 
Washington. 

Southern division — Mabel R. 
Perkins, First National Bank, Atlan- 
ta, Georgia. , 

Southwestern division — Mrs. 
Margaret Murray, vice president of 
Union Bank & Trust Company, Fort 
Worth, Texas. 

Western division — Mrs. Lillian 
Dolde, assistant vice president of the 
Albuquerque National Bank, Albu- 
querque, New Mexico. 

Winner of the association’s annual 
Jean Arnot Reid Award was Carol 

Anderson, senior 

clerk in the audit- 

ing department of 
the Marquette Na- 
tional Bank of 

Minneapolis. The 

honor goes each 
_ year to one of 10 
women graduates 
“i of the A.I.B. with 
“= high scholastic 
averages who, 
through integrity of character and 
efliciency of work is considered best- 
fitted to represent women in banking. 

Making the award to Miss Ander- 


son was the association’s retiring 


MISS ANDERSON 


— The Editors. 


president, Mrs. Ruth E. Sherrill, 
vice president of the First National 
Bank of Memphis, Tennessee. Doro- 
thea Weichelt, assistant cashier of 
the First National Bank of Arizona, 
Phoenix, headed the founder’s tri- 
bute committee. Said Mrs. Sherrill: 

“Miss Anderson’s abundance of 
enthusiasm and unselfish devotion to 
work, her leadership and organiza- 
tional ability, her keen interest in 
her fellow workers and the customers 
she serves, make her well-qualified to 


receive this coveted award”. END 


YOUR RIGHT TO CHOOSE 

Freedom is self-government. Self- 
government is in danger when the 
people do not use the precious privi- 
lege of the ballot. Use your vote 
carefully. Make sure your vote 
counts for continuation of sound 
government, national and_ local, 
based on individual freedom, oppor- 
tunity, and responsibility — on truly 
American principles. Don’t let your 
rights slip away. Exercise your 
American citizenship. Vote! 


BANKS BOUGHT ~ SOLD 


49 YEARS OF CONFIDENTIAL DIGNIFIED SERVICE 


Od Reliable 
CHARLES E. WALTERS CO. 


1313 PIRST NATIONAL BANK BUILDING OMAHA, NEBR. 
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Wedeclare our firm belief that the financial requirements: 
of a community can be served best by a banking institution... 
owned and managed by home folks who know local con- at Yana 
ditions best. » We acknowledge our sincere pride in. the’'’’ 
important role which the independent bank has played ..... 
_ through the years in building a strong America. » We urge 
other independent bankers everywhere to unite their efforts for 
the protection and continuation of the free and competitive 
-banking system that has brought this nation its enviable high © - 
standard of living. » We declare our complete freedom == = 
from the dictates of any absentee management directing — 
any of our banking affairs from some far-distant headquar- 
ters. > We are determined that our customers and their 
various needs for efficient banking services shall continue to **”” 
dictate the operation and policy of the home-owned inde- . 
pendent bank. We declare our sincere conviction that 
independent banking serves this nation and its people best. se nae 
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NATIONAL BANK 


FARMERS & MERCHANTS BANK 
FOLEY, ALABAMA 


PEOPLES BANK OF GREENSBORO 
GREEN ALABAMA 


MONROE COUNTY BANK 
MONROEVILLE, ALABAMA 


PETERMAN STATE BANK 
PETERMAN, ALABAMA 


THE UNION BANK 
REPTON, ALABAMA 


ALABAMA EXCHANGE BANK 
TUSKEGEE, ALABAMA 


BANK OF KODIAK + 


THE FIRST NATIONAL BANK 
HOLBROOK, ARIZONA 
MERCHANTS NATIONAL BANK 
FORT SMITH, ARKANSAS 


FARMERS AND MERCHANTS BANK 
MARIANNA, ARKANSAS 


MERCHANTS & PLANTERS BANK 

WARREN, ARKANSAS 

BEVERLY HILLS NATIONAL BANK 
& TRUST CO. 

BEVERLY HILLS, CALIFORNIA) 


BUTTONWILLOW NATI 
BUTTONWILLOW, CA 


THE FIRST NATIONAL BANK OF HOLTVILLE 
HOLTVILLE, CALIFORNIA 


UNION NATIONAL BANK OF PASADENA 
PASADENA, CALIFORNIA. 


COMMERCIAL BANK 
PATTERSON, CALIFORNIA) 


THE FIRST NATIONAL BANK OF — 
PLEASANTON 
PLEASANTON, CALIFORNIA 


PAJARO VALLEY NATIONAL BANK . 
WATSONVILLE, CALIFORNIA 


WILLOWS, CALIFORNI 


YUCAIPA VALLEY NATIONAL BANK 
YUCAIPA, CALIFORNIA... 


THE FIRST STATE BANK 


COLORADO SAVINGS & TRUST COMPANY. 
COLORADO 


LA JUNTA, 
FIRST NATIONAL BANK IN LAMAR 
COLORADO 


LAMAR, 


BLACK ROCK BANK 


OF PAHOKES 
FLORIDA 
THE ‘HILLSBORO STATE BANK 


CITIZENS STATE BANK 
OURAY, COLORADO 


THE FIRST NATIONAL BANK 
STRASBURG, COLORADO 


AND TRUST COMPANY 


BRIDGEPORT, CONNECTICUT 


NATIONAL “BANK 
DANBURY, CONNECTICUT 


~ “GROTON BANK & TRUST CO. 


GROTON, CONNECTICUT 


BANK OF BLOUNTSTOWN 
BLOUNTSTOWN, FLORIDA 


LEVY COUNTY STATE BANK. 
CHIEFLAND, FLORIDA 


"WANK OF EVERGLADES 
EVERGLADES, FLORIDA © 


LAKE WALES STATE BANK 
LAKE WALES, FLORIDA 


FIRST NATIONAL BANK OF MOUNT DORA 


MOUNT DORA, F 
THE COMMERCIAL BANK & TRUST 


COMPANY OF 
OCALA, 


PLANT CITY, FLORIDA 


THE LEWIS STATE BANK — 


TAWAHASSEE,, FLORIDA 


INTERNATIONAL BANK 


TAMPA, FLORIDA 


 UMATILLA STATE BANK 
UMATILLA, FLORIDA 


THE VALPARAISO STATE BANK 


VALPARAISO, FLORIDA 


FIRST NATIONAL BANK 


_ WINTER GARDEN, FLORIDA 


HUBERT STATE BANK 


ATHENS, GEORGIA 


‘THE NATIONAL \OF ATHENS, 


_ ATHENS, 


GEORGIA SAVINGS BANK | 
& TRUST COMPANY 
ATLANTA, GEORGIA 


SOUTH SIDE ATLANTA BANK — 


ATLANTA, GEORGIA 


BLAIRSVILLE, GEORGIA 


BUFORD COMMERCIAL BANK 
BUFORD, GEORGIA 


COVINGTON, GEORGI. 


FARMERS AND MERCHANTS BANK 
DUBLIN, GEORGIA 


PULASKI BANKING COMPANY 


HAWKINSVILLE, GEORGI 


FIRST NATIONAL BANK 
__ LAWRENCEVILLE, GEORGIA 


BANK OF MEIGS 
MEIGS, GEORGIA 


- MOULTRIE BANKING COMPANY 
MOULTRIE, GEORGIA 


THE UNITED BANKING CO. 
NASHVILLE, GEORGIA 


THE TATTNALL BANK 
REIDSVILLE, GEORGIA 


“SAVANNAH & COMPANY 
SAVANNAH, GEORGI 


; BULLOCH COUNTY BANK 
"STATESBORO, GEORGIA 


SEA ISLAND BANK 
STATESBORO, GEORGIA 


FARMERS & MERCHANTS BANK 
SUMMERVILLE, GEORGIA 


STATE BANK 


VALDOSTA, GEORGIA 


CITIZENS BANK 
VIENNA, GEORGIA 


BANK IN WAYCROSS 
‘AYCROSS, GEORGIA 


OTHOMPSON BANKING COMPANY 
WRENS, GEORGIA 
AMERICAN SECURITY BANK. 
HONOLULU, HAWAII 


THE LIBERTY BANK OF HONOLULU 
, HAWAII 


| \ THE FIRST NATIONAL BANK 
OF BONNERS FERRY 
BONNERS FERRY, IDAHO 


GLENNS FERRY BANK, LTD. 
GLENNS FERRY, IDAHO 


CANTON STATE BANK 
CANTON, ILLINOIS 


"THE DISTRICT NATIONAL BANK 
OF CHIGAGO 
CHICAGO, ILLINOIS 


NATIONAL BANK OF AUSTIN 
CHICAGO, ILLINOIS 


PIONEER TRUST & SAVINGS BANK 
CHICAGO, ILLINOIS 
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HOTCHKISS, COLORADO 
‘ 


UNIVERSITY NATIONAL BANK. 
CHICAGO, ILLINOIS 


FIRST STATE BANK OF DIX 
DIX, ILLINOIS 


EAST MOLINE, ILLINOIS 


UNION NATIONAL BANK 
EAST SAINT LOUIS, ILLINOIS 


THE FIRST NATIONAL BANK OF ELGIN 
ELGIN, ILLINOIS 


GRANITE CITY TRUST & SAVINGS BANK 
GRANITE CITY, ILLINOIS 


THE STATE BANK OF JERSEYVILLE 
JERSEYVILLE, ILLINOIS 


PARISH BANK & TRUST COMPANY 
MOMENCE, ILLINOIS 


MOUNT CARROLL NATIONAL BANK 
MOUNT CARROLL, ILLINOIS 


MOUNT PROSPECT STATE BANK 
MOUNT PROSPECT, ILLINOIS 


THE FIRST NATIONAL BANK 
OTTAWA, ILLINOIS 


THE FIRST NATIONAL BANK OF PEORIA 
PEORIA, ILLINOIS 


JEFFERSON TRUST AND SAVINGS BANK 
PEORIA, ILLINOIS 


PEOTONE STATE BANK 
PEOTONE, ILLINOIS 


THE FARMERS BANK OF TRENTON 
TRENTON, ILLINOIS 


THE WASHBURN BANK 
WASHBURN, ILLINOIS 


WENONA STATE BANK 
'WENONA, ILLINOIS 


CHURUBUSCO STATE BANK 
CHURUBUSCO, INDIANA 


SALEM BANK AND TRUST COMPANY 
GOSHEN, INDIANA 


THE CITIZENS STATE BANK 
NEWPORT, INDIANA 


WANAMAKER STATE BANK 
WANAMAKER, INDIANA 


BANK OF WHITING 
WHITING, INDIANA 


ALDEN STATE BANK 
ALDEN, IOWA 

BALDWIN SAYINGS BANK 
BALDWIN, IOWA 


CARPENTER SAVINGS BANK 
CARPENTER, IOWA 


CLEAR LAKE BANK AND TRUST CO: 
CLEAR LAKE, 1OWA 


FIRST FEDERAL STATE BANK 
DES MOINES, IOWA ‘ 


STATE BANK 
DES MOINES, IOWA 


EARLING, IOWA 


GEORGE STATE BANK 
GEORGE, IOWA 


UNION SAVINGS BANK 
GRAND MOUND, IOWA 


FARMERS STATE BANK 
HAWARDEN, IOWA 


HEDRICK SAVINGS BANK 
HEDRICK, 


IOWA STATE BANK & TRUST COMPANY 
IOWA CITY, IOWA 


HOME STATE BANK 
JEFFERSON, IOWA 


FIRST NATIONAL BANK 
MANNING, IOWA 


MONDAMIN SAVINGS BANK 
MONDAMIN, IOWA 


CENTRAL STATE BANK 
MUSCATINE, IOWA 


FARMERS SAVINGS BANK 
NORTH ENGLISH, IOWA 


OCHEYEDAN SAVINGS BANK 
OCHEYEDAN, IOWA 


NORTHWESTERN STATE BANK 
ORANGE CITY, IOWA 


RANDALL STATE BANK 
RANDALL, IOWA 


RUTHVEN STATE BANK © 
RUTHVEN, IOWA 


SECURITY STATE BANK 
STANTON, IOWA 


SECURITY STATE BANK . 
SUTHERLAND, IOWA 


FARMERS NATIONAL BANK ~ 
AGRA, KANSAS 


HOME STATE BANK 
ARCADIA, KANSAS 


FARMERS AND MERCHANTS STATE hk 
COLBY, KANSAS © 


THE FIRST STATE BANK 
ELKHART, KANSAS 


THE STATE BANKS 
KANSAS CITY, KANSAS 


THE FIRST NATIONAL 


FIRST NATIONAL BAN 


THE FIRST STATE 
First STATE BANK 
poRTIS, KANSAS 


FARMERS’ STATE BANK 
SABETHA, KANSAS 


THE TIPTON STATE BANK 
TIPTON, KANSAS 


FIRST “NATIONAL: “BANK 
WINFIELD, KANSAS” 


ALEXANDRIA, LOUISIANA 


AMERICAN SANK TRUST COMPANY: 


A 


BATON ROUGE, LOUISIANA 


BANK OF NORWOOD’ 
NORWOOD, LOUISIANA’ 


FIRST STATE. BANK 
PLAIN DEALING, 


BANK OF COMMERCE & TRUST CO. 
SAINT FRANCISVILLE, LOUISIANA 


THE OCEAN NATIONAL BANK 
KENNEBUNK, MAINE 
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THE FIRST NATIONAL BANK) 

OF CUMBERLAND | 

CECIL NATIONAL BANK 

THE FIRST NATIONAL BANK 

‘ THE FIRST NATIONAL BANK OF MARLBORO ae 

MARLBORO, MASSACHUSETTS AGAVE 

THE ORANGE NATIONAL BANK 

‘ 
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MERCHANTS & MINERS BANK © 
CALUMET, MICHIGAN 


MICHIGAN 


THE SOUTHERN MICHIGAN (NATIONAL, BANK 
COLDWATER, MICHIGAN 


GAYLORD STATE BANK . 
GAYLORD, MICHIGAN” 


HAMTRAMCK, MICHIOAN 
THE COMMERCIAL NATIONAL BANK _ 
OF ITHACA 

ITHACA, MICHIGAN 


KALEVA STATE BANK 
KALEVA, MICHIGAN 


BANK OF LANSING 
LANSING, MICHIGAN 


THE FIRST NATIONAL oF 
LAPEER, MICHIGAN 


SECURITY BANK 
LINCOLN PARK, MICHIGAN 


METAMORA STATE SAVINGS BANK 
METAMORA, MICHIGAN 


MILAN STATE BANK — 
MILAN, MICHIGAN 


CITIZENS STATE SAVINGS 
NEW BALTIMORE, MICHIGAN 


RIVER ROUGE SAVINGS BANK © 
RIVER ROUGE, MICHIGAN © 


THE ROSCOMMON STATE BANK 
ROSCOMMON, MICHIGAN 


SECOND NATIONAt BANK AND TRUST 
COMPANY OF SAGINAW 
SAGINAW, MICHIGAN 


THE STATE SAVINGS BANK 
SOUTH LYON, MICHIGAN 


PEOPLES BANK OF TRENTON 
TRENTON, MICHIGAN | 
FARMERS & MERCHANTS ‘STATE BANK 
OF APPLETON 
MINNESOTA 


BEAVER CREEK STATE BANK. 
BEAVER CREEK, MINNESOTA” 


NORTH AMERICAN STATE BANK 
BELGRADE, MINNESOTA 


STATE BANK. OF BELLE PLAINE 
BELLE PLAINE, MINNESOTA. 


SWIFT COUNTY BANK’ 
BENSON, MINNESOTA 


FIRST STATE BANK OF COSMOS 


FARMERS & STATE BANK 
THE FIRST NATIONAL BANK OF COKATO 
COKATO, MINNESOTA, 


THE FAIRMONT’ NATIONAL BANK 
FAIRMONT, MINNESOTA 


SECURITY STATE BANK 
GLENCOE, MINNESOTA 


GLENWOOD STATE, BANK 
GLENWOOD, MINNESOTA 


GRAND MARAIS STATE BANK 
GRAND MARAIS, MINNESOTA 


STATE BANK OF JEFFERS 
JEFFERS, MINNESOTA" 


LA CRESCENT STATE BANK 
LA CRESCENT, (MINNESOTA, 


THE CITIZENS NATIONAL BANK OF MADELIA 


MADELIA, MINNESOTA 


"MARQUETTE NATIONAL BANK 
MINNEAPOLIS, “MINNESOTA 


RICHFIELD state BANK 


MINNEAPOLIS, MINNESOTA 
13TH AVENUE STATE BANK 


UNIVERSITY NATIONAL BANK 
MINNEAPOLIS, MINNESOTA 


AMERICAN STATE BANK OF MOORHEAD 
MOORHEAD, MINNESOTA 


ST. CLOUD NATIONAL BANK — 
SAINT CLOUD, MINNESOTA. 


THE AMERICAN NATIONAL BANK 
SAINT PAUL, “MINNESOTA 


STATE BANK OF SARGEANT 
SARGEANT, MINNESOTA 


FIRST STATE BANK OF SAUK CENTRE 
SAUK CENTRE, MINNESOTA 


WALDORF STATE 
WALDORF, MINNESOTA, 


WESTBROOK STATE BANK: 
WESTBROOK, MINNESOTA 


WEST SAINT PAUL STATE BANK 
WEST SAINT PAUL, MINNESOTA = 


THE WINONA HATIONAK AND! 
BANK OF ANGUILLA — 
ANGUILLA, MISSISSIPPL 


HANCOCK BANK ~ 
BAY SAINT LOUIS, MISSISSIPPI . 


CANTON EXCHANGE 
CANTON, MISSISSIPPI 


MERCHANTS & FARMERS BANK 
KOSCIUSKO, | 


FIRST NATIONAL BANK 
LAUREL, MISSISSIPPI 


MAGNOLIA BANK 
MAGNOLIA, MISSISSIPPL 


BANK OF SARDIS | 
SARDIS, MISSISSIPPI, . 


CITIZENS STATE BANK 
TUPELO, MISSISSIPPL 


GRAVOIS BANK 
AFFTON, MISSOURI... 


POLK COUNTY BANK 
BOLIVAR, MISSOURI 


FIRST NATIONAL BANK 
CARROLLTON, MISSOURI 


AMERICAN STATE BANK oF FLAT RIVER 
FLAT RIVER, MISSOURI 


EASTON-TAYLOR TRUST CO. 
SAINT LOUIS, MISSOURI 


THE PLAZA BANK OF ST. LOUIS _ 
SAINT LOUIS, “MISSOURI. 


SOUTHERN COMMERCIAL a BANK 
SAINT LOUIS, 


THE CITIZENS BANK 
SPRINGFIELD, MISSOURL 


THE MONTANA NATIONAL BANK 
BILLINGS, MONTANA 


GALLATIN TRUST & SAVINGS BANK 
BOZEMAN, MONTANA 


SECURITY BANK & TRUST CO. 
BOZEMAN, MONTANA 
THE CITIZENS STATE BANK 
LGHOTEAU, MONTANA 


DEER LODGE & 
BANK 4, must 


THE FIRST NATIO BANK 
FAIRFIELD, MONTANA 
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FIRST NATIONAL BANK OF HINSDALE 
HINSDALE, MONTANA 


THE CONRAD NATIONAL BANK 
KALISPELL, MONTANA 


THE YELLOWSTONE BANK 
LAUREL, MONTANA 


THE FIRST STATE BANK OF MALTA 
MALTA, MONTANA 


BASIN STATE BANK 
STANFORD, MONTANA 


FIRST STATE BANK ti 
WOLF POINT, MONTANA 


COMMERCIAL NATIONAL BANK’ 
AINSWORTH, NEBRASKA — 


FIRST NATIONAL BANK 
BEEMER, NEBRASKA 


FIRST NATIONAL BANK 
BELDEN, NEBRASKA 

BANK OF BRULE 

BRULE, NEBRASKA 


BRUNING STATE BANK 
BRUNING, NEBRASKA 


GRESHAM STATE BANK 
GRESHAM, NEBRASKA 


NORTHWESTERN STATE hank 
HAY SPRINGS, NEBRASKA 
OMAHA, NEBRASKA 


FIRST NATIONAL BANK OF OMAHA 
OMAHA, NEBRASKA 


NEBRASKA STATE BANK 
OSHKOSH, NEBRASKA 


CONES STATE BANK 
PIERCE, NEBRASKA 


ROSELAND STATE BANK 
ROSELAND, NEBRASKA 


JOHNSON COUNTY BANK 
TECUMSEH, NEBRASKA 


FIRST NATIONAL BANK 
WAHOO, NEBRASKA 


THE SIWOOGANOCK GUARANTY SAVINGS 
LANCASTER, NEW HAMPSHIRE 
EDGEWATER NATIONAL BANK 
EDGEWATER, NEW JERSEY 


THE FIRST NATIONAL BANK 
IN TUCUMCARI 
TUCUMCARI, NEW” MEXICO 

THE EVANS NATIONAL BANK OF ANGOLA 
ANGOLA, NEW YORK 


THE INDUSTRIAL BANK OF BINGHAMTON 
BINGHAMTON, NEW YORK 


PENINSULA NATIONAL BANK 
CEDARHURST, NEW YORK 


FIRST NATIONAL BANK OF CORTLAND 


FIRST NATIONAL BANK OF ISLIP 
ISLIP, NEW YORK 


THE FIRST NATIONAL BANK 
OF LINDENHURST, N. Y. 
LINDENHU YORK 


THE MASSENA BANKING & TRUST COMPANY 
MASSENA, NEW YORK 


NATIONAL UNION BANK OF MONTICELLO 
MONTICELLO, NEW YORK 


RED CREEK NATIONAL BANK 
RED CREEK, NEW YORK 


THE TARRYTOWN. NATIONAL BANK 
& TRUST CO. 
TARRYTOWN, NEW YORK 


FIRST NATIONAL BANK 
WAYLAND, NEW YORK 


FARMERS & MERCHANTS BANK 
GRANITE QUARRY, NORTH CAROLINA 


THE CITIZENS BANK 
WARRENTON, NORTH CAROLINA 


FARMERS & MERCHANTS 
BEACH, NORTH DAKOTA 


SECURITY STATE BANK 
DUNSEITH, NORTH DAKOTA | 


FIRST STATE BANK 
HARVEY, NORTH DAKOTA 


CITIZENS STATE BANK OF LANKIN 
LANKIN, NORTH DAKOTA 


FIRST NATIONAL BANK 
LINTON, NORTH DAKOTA 


STOCK GROWERS. BANK 
NAPOLEON, NORTH DAKOTA. 


CITIZENS STATE BANK 
NECHE, NORTH DAKOTA 


THE CITING SAVINGS. BANK. 
COLUMBIANA, OHIO 


THE WAKEMAN BANK COMPANY 
WAKEMAN, QHIO. 


THE WASHINGTON SAVINGS BANK 
WASHINGTON. OHIO ; 
FIRST NATIONAL BANK 
HOLDENVILLE, OKLAHOMA 

MANNFORD STATE BANK 

MANNFORD, OKLAHOMA . 


NORMAN, OKLAHOMA 


GILLIAM COUNTY. BANK 
ARLINGTON, OREGON 


BANK OF ST. HELENS 
SAINT HELENS, OREGON 


JOHN REEVES & CO., BANKERS 
BEAVER FALLS, PENNSYLVANIA 


FIRST NATIONAL BANK 
CLAYSBURG, PENNSYLVANIA | 


THE FARMERS NATIONAL BANK | 


; 
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THE FARMERS & CITIZENS BANKING CO, 

FALCONER, N. Y. MONROEVILLE, OHIO 

FALCONER, NEW YORK 

THE STERLING STATE BANK a 

THE CITIZENS BANKING COMPANY 

THE UTICA. SAVINGS BANK 

FIRST NATIONAL BANK 
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ELIZABETHTOWN TRUST COMPANY — 
ELIZABETHTOWN, PENNSYLVANIA 


FIRST NATIONAL BANK & 


THE UNION BANK 
ERIE, PENNSYLVANIA. 
FORTY FORT BANK 


THE GROVE CITY NATIONAL BANK . 
GROVE CITY, PENNSYLVANIA oat 


BANK OF MILLVALE. 
MILLVALE, PENNSYLVANIA 


THE NEW TRIPOLI NATIONAL BANK 
NEW TRIPOLI, PENNSYLVANIA 


REAMSTOWN EXCHANGE BANK 
REAMSTOWN, PENNSYLVANIA | 


MC DOWELL NATIONAL BANK | 
SHARON, PENNSYLVANIA 


THE NATIONAL. BANK OF -TOPTON 
TOPTON, PENNSYLVANIA... 


FIRST. _ COUNTY NATIONAL BANK 
TYRONE, VANIA 


THE, WAVING AND: TRUST. COMPANY 
WAYNE, PENNSYLVANIA 


CITIZENS BANK OF WIND GAP 
WIND GAP, PENNSYLVANIA 


THE FARMERS & MERCHANTS BANK 
THE BANK OF BARNWELL 
BARNWELL, SOUTH CAROLINA 


BANK OF HOVEN 
HOVEN, SOUTH DAKOTA 


FIRST STATE BANK 
MC LAUGHLIN, SOUTH DAKOTA 


OLDHAM STATE BANK 
OLDHAM, SOUTH DAKOTA 


FIRST NATIONAL BANK IN PIERRE 
PIERRE, SOUTH DAKOTA 


THE PIERRE NATIONAL BANK 
PIERRE, SOUTH DAKOTA 


FIRST NATIONAL BANK 
VOLGA, SOUTH DAKOTA 


COMMERCIAL STATE. 
WAGNER, SOUTH DAKOTA 


THE FIRST NATIONAL BANK 
ATHENS, TENNESSEE 

it BANK 
COPPERHILL, SENNESSEE 


LIST 


STATE SAVINGS BANK 
MEMPHIS, TENNESSEE 


FIRST TRUST & SAVINGS BANK 


FIRST NATIONAL BANK IN ROCKWOOD 


SECURITY STATE BANK & TRUST CO. 
OF BEAUMONT CA 
BEAUMONT, TEXAS 


WEST SIDE STATE BANK 
SAN ANTONIO, TEXAS 


SILSBEE STATE BANK 
SILSBEE, TEXAS . 


THE FIRST STATE BANK OF TAFT 
TAFT, TEXAS. . 


WHARTON, TEXAS... 
MANTI CITY BANK 

MANTI, UTAH. 


FIRST NATIONAL BANK OF SALT LAKE CITY 
SALT LAKE! CITY, UTAH bs 


FIRST NATIONAL BANK 
ASHLAND, VIRGINIA 


BANK OF GRAHAM 
BLUEFIELD, VIRGINIA 


PEOPLES NATIONAL BANK fetes 
FARMVILLE, VIRGINIA TyHTUS 


VAUGHAN AND COMPANY, BANKERS 
FRANKLIN, VIRGINIA 


FARMERS BANK OF MATHEWS 
MATHEWS, VIRGINIA | 


PETERSBURG SAVINGS AMERICAN 


STATE BANK OF REMINGTON, 
REMINGTON, VIRGINIA 
STATE BANK 

JONE, WASHINGTON 


FIRST NATIONAL BANK OF PULLMAN 


PLEASANT 
POINT PLEASANT, WEST VIRGINIA 


THE INDIANHEAD STATE BANK | 
CHETEK, WISCONSIN 


DAIRYMAN’S STATE BANK 
CLINTONVILLE, WISCONSIN 


CUDAHY STATE BANK) 
CUDAHY, WISCONSIN 


"STATE BANK OF EAST TROY 


EAST TROY, WISCONSIN 


FIRST BANK OF GRANTSBURG 
GRANTSBURG, WISCONSIN 


STATE BANK OF HARTLAND 
HARTLAND, WISCONSIN 


LANCASTER STATE BANK 
LANCASTER, WISCONSIN 


SECURITY STATE BANK 
MADISON, WISCONSIN 


KILBOURN STATE BANK 
MILWAUKEE, WISCONSIN 


TEUTONIA BANK 
MILWAUKEE, WISCONSIN 


CITIZENS BANK OF 
MUKWONAGO, WISCONSIN 


THE FIRST NATIONAL BANK at NEILLSVILLE 
NEILLSVILLE, WISCONSIN 


FARMERS EXCHANGE BANK 
NESHKORO, WISCONSIN 
OSHKOSH NATIONAL BANK 
OSHKOSH, WISCONSIN 


BANK OF TWO RIVERS 
TWO RIVERS, WISCONSIN 


WHITEFISH BAY STATE BANK 
WHITEFISH BAY (Milwaukee), WISCONSIN 


STAR VALLEY STATE BANK 
AFTON, WYOMING 


STOCKMEN’S BANK 
GILLETTE, WYOMING 


THE FIRST NATIONAL BANK OF RAWLINS 
RAWLINS, WYOMING 
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KNOXVILLE, TENNESSEE 
ONEIDA, TENNESSEE PULLMAN, WASHINGTON 
YAKIMA VALLEY BANK 
: STATE NATIONAL BANK. pees 
CORSICANA, TEXAS 
DUMAS, TEXAS 
LA MARQUE, TEXAS 
OF ALAMO HEIGHTS es 
OF HAMPTON 
NATIONAL BANK FIRST NATIONAL BANK BANK OF COMMERCE. 
ERWIN, TENNESSEE QUANTICO, VIRGINIA. SHERIDAN, WYOMING... 
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INDEPENDENTS 


THE DECLARATION OF 


An Educational Medium 


The unique Declaration of Independents, pronouncing a positive, 
dynamic creed of banking, and signed by hundreds of acknowledged 
leaders among America’s independent banks, has been printed specially 
on distinctive paper stock for a number of reasons. One of those reasons 
is explained fully in the other “box” on this page, “An Effective Public 
Relations Tool”. Another reason is the very special distribution. 

The Declaration of Independents tells people very clearly how 
independent bankers feel about the continuation of the important advan- 
tages of retaining independence in banking. Besides the more than 
10,000 copies of this Declaration that shall be printed for the November 
and December issues of THE INDEPENDENT BANKER, additional large 
quantities are being printed for special distribution among members of 
national and state legislative bodies, federal and state executive and 
administrative offices. 

This special distribution of the Declaration of Independents from 
the offices of this magazine will do much for the cause of independent 
banking, we are told. Considerably more effective, however, will be the 
individual forwarding of this Declaration by bankers personally to their 
particular state and national senators and representatives. 

For greatest effectiveness, it has been suggested, benkers should 
submit the matter with letters individually typewritten and personally 
signed. THE INDEPENDENT BANKER is in position to cooperate with 
bankers in this program, furnishing needed copies of the Declaration of 
Independents. 

— The Editors. 


bank expansion, construction, and 
modernization. He is Edwin H. Mos- 
ler, Jr., president of the Mosler Safe 
Company. 

Mr. Mosler told representatives of 
THE INDEPENDENT BANKER at the 
convention that his firm, world’s 
largest producer of safes and bank 
vaults, sold more 10-inch-thick value 
doors during 1954 than during any 
comparable period in its 106-year 
history. 


“Although 1953 was our peak 
year’, he continued, “this year’s 
vault door sales already have doub- 
led that record and we expect to do 
even better in 1955”. 

Following Mosler’s introduction a 
year ago of a new concept in vault 
doors styled by industrial designer 
Henry Dreyfuss, the influx of orders 
exceeded the firm’s most optimistic 
expectations, Mr. Mosler said. “Al- 
though our new Century vault door 
is a symbol of massive security, its 
modern functional design gives bank 
architects great flexibility in blind- 
ing the door with a bank’s decora- 


A.B.A. Elects 


Livingston At 
Atlantic City 


As THIS ISSUE started rolling on the 
presses, the American Bankers As- 
sociation was engaged in its 80th 
annual convention in Atlantic City. 

The new president, elected at the 
final business session on Wednesday 
morning, October 20, is Homer J. 
Livingston, president of the First 
National Bank of Chicago, who serv- 
ed as vice president during the past 
year. 

Unusual interest was shown this 
year in the extensive displays by 65 
leading companies manufacturing or 
distributing bank equipment, sup- 
plies, and services. The exhibits oc- 
cupied all available space in the 
enormous Atlantic City convention 
hall. Also on display were the exhi- 
bits of building materials, furnish- 
ings, and appliances that banks 
finance in the regular course of their 
business. 


The president of one of the fore- 
most bank equipment manufacturers 
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tive motif.” 
He disclosed that his firm is in- 
creasing its vault door production. 
Full reports and pictures on the 
A.B.A. convention will highlight 
this magazine’s next issue. END 


predicted in Atlantic City that the 
bank equipment industry will shat- 
ter all sales records in 1955, as a 
result of the continuing boom in 


THE DECLARATION OF INDEPENDENTS 


11 An Effective Public Relations Cool 


Bank executives working with new-business development pro- 
grams are becoming increasingly-aware of the potent appeal of laying 
emphasis upon the independence of the banking unit. As reported in 
THE INDEPENDENT BANKER’s October issue (cover story), the word “Inde- 
pendent” has been introduced into the corporate name of a Western bank 
because of its favorable connotation to the public. Many banks have 
adopted a sub-title for their establishments employing the word “Indepen- 
sar such as “The Fidelity State Bank — Your Friendly, Independent 
Bank”. 

Hundreds of your customers doubtless are independent entre- 
peneurs themselves; others are prejudiced in favor of independent busi- 
ness. None, except your chain-bank competitors, are likely to be un- 
favorably disposed toward the idea of your bank being independent. 
Accordingly, you have everything to gain by proudly displaying the fact 
of your independence. 

We offer a general suggestion which you may wish to adopt and 
enlarge upon: 

Detach the Declaration of Independents from this issue of the 
magazine; it will tear out easily along its perforations. Sign your own 
name, title, and bank name and town and state in the lower right corner. 
Then frame it or attach it to some backing material and display it con- 
spicuously in your bank window, lobby, or office. Try it! 


— The Editors. 
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Our New Program 


Will Assist Checking 


Customers 


At right is our 
folder for bank 
customers, 
shown in 
reduced size. 


We'll gladly 
send you a 
copy, on request. 


IT’S NOT NEWS ... to bankers and business men 
. . . that practically all business is transacted by 
check. People accept bank checks with almost the 
same confidence that they will accept currency. 


In fact, only 1/10 of 1 per cent of bank check users 
abuse checking privileges by issuing checks when 
there are not sufficient funds in their accounts to pay 
them. And in most cases, such abuses result from 
careless bookkeeping on the part of the depositor. 


We believe our new program will be beneficial both 


It is designed to 


to the customers and the bank. 
educate commercial bank depositors so they will 
not issue checks when they do not have sufficient 
funds on deposit. 


If we achieve this result, bank checks will be ac- 
cepted even more readily than they now are, and we 
will save our depositors and our bank many thou- 
sands of dollars of needless expense. Mr. Bad 
Check costs money for everyone. MISS GOOD 
CHECK HELPS EVERYONE MAKE MONEY. 


If your bank is interested in our program, we'll be glad to share our plans with you. 


BANK of the COMMONWEALTH 


Griswold corner Fort, Detroit 31, Michigan 


Member 
Federal Reserve System 
and 
Federal Deposit 
Insurance Corporation 


RESOURCES OVER 
$319,000,000.00 


24 Bank Offices 
in Greater Detroit 


ECONOMIA 


Association 
THE INDEPENDENT BANKER 


Member Independent Bankers 
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She poysthe purcher, the Bowe! | 
without having the ndlestick | 
Writes chee! in his account 
money to every one 

@ Cawses him. pe tegion ond 
rants to shun friends ore 
bad fellow welcomed every 
and comes 8°" a Good 
BON 


Q. (by Mr. L., Minnesota): We 
have found the articles in THE IN- 
DEPENDENT BANKER — particular- 
ly your department, “What's YOUR 
Problem?” — very interesting. 

We would like to give a com- 
- plete set of the 1954 issues, punch- 
ed and inserted in a binder, to 
each of our directors for Christmas. 
We are unable to get extra copies 
of the March and April 1954 issues 
and wonder if you would be kind 
enough to mention our need in 
your column. 


A. — Glad to. A presentation such 
as you describe should be a most 
welcome gift. I will start the ball 
rolling with a copy of the April is- 
sue (mailed to you direct). 

Will readers who have copies of 
the March and/or April issue which 
they no longer have need for, please 
send them to this department? Thank 
you. 


Q. (by Mr. B., Illinois): The presi- 
dent of our bank (not a banker, 
incidentally) . constantly . discusses 
our “problems” with the officer of 
our correspondent bank in charge 
of the banks and bankers division. 
Following these conferences, he 
uses the comments made as a basis 
for criticising the way we operate 
our bank in our day-by-day rou- 
tine. The latest is that we have too 
many employees for our size ($12- 
million in resources). 

Such remarks not only create 
dissension among our own staff 
members, but are without basis of 
fact. Do you have any suggestions 
as to how we can correct this situ- 
ation? Any suggestions will be ap- 
preciated. 

A. — Some bank officers, particu- 
larly those who have working con- 
trol and are inactive in the business, 
make it a practice to create some dis- 
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sension among their associates in 
order to maintain their position. It 
is the application of the diminish- 
ing-strength theory of divide and 
conquer. 

Officers of correspondent banks, if 
they are conscientious, will not thus 
commit themselves. On the other 
hand, there are many men in such 
positions who will agree with any- 
thing that anybody says, to be agree- 
able. 

If this situation irritates you, I 
would suggest you tell this corres- 
pondent banker the effects these re- 
marks have, and to guide himself 
accordingly. How much better it 
would be if, instead of adversely 
commenting, he would infer that you 
are doing a good job! 


MARSHALL CORNS 
is a well-known consultant to banks and 
bankers on management, organization, oper- 
ating, business development, and auditing 


problems... He will answer your inquiries — 


about auditing and bank management prob- 


lems. Address him in care of this magazine. 


'Q. (by Mr. F., Texas): (I) take 
rather pointed exception to your 
suggestion in your first question- 
and-answer in the September issue 
of THE INDEPENDENT BANKER — 
(and) — question the advisability of 
the bank’s working with the insu- 
rance company on the semi-auto- 
matic insurance premium setup. 


So often the insurance company 
does not take the bank into consid- 
eration when the arrangements are 
first made. That leaves things un- 
said, with the burden on the bank 
to inform the customer of all the 
pitfalls. 


The Federal Reserve Bank for a 
long time has concentrated its 
energies in getting proper sorting 
code numbers on checks. These in- 
surance deductions never bear the 
code number and usually lack the 
uniformity that makes check-hand- 
ling easy. ***** We recommend 
(that depositors use their) check in 
payment of premiums like (they) 
pay any other obligation — (and 
we put the depositor on notice that) 


. the bank. assumes no liability in 


any eventuality regarding the 
***** insurance payment or non- 
payment, regardless of our fault or 
otherwise. 

(We follow the practice of writ- 
ing each insurance company which 
sends us such items a special letter 
stating our position and notifying 
them that) our collection depart- 
ment rule of 50c per item collected 
will apply in the future. 

There is nothing like a check. 
Any limited authority to draw from 
a person's bank account requires 
special handling and special inves- 
tigation each time to see if the 
authority is still in effect. It is a 
collection item and cannot be hand- 
led (by our bank) as a cash item 
like a check. : 

| wonder if you would like to 
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MARSHALL CORNS 


(Continued from Page 31) 


consider the subject further in a 
future article. 

A. — The circumstances outlined 
in your letter (which is condensed) 
and the fact that the bank has to pre- 
pare and have the depositor sign an 
agreement, certainly does not indi- 
cate that the procedure followed by 
the insurance company in your case 
conforms to the requirements I pre- 
sumed would be followed—“that the 
agreement protect the bank against 
any liability in connection with re- 
turning checks, paying the signature 
on the draft, or cancellation of the 
policy and loss to the insured or the 
beneficiaries in case the draft is re- 
turned unpaid”. 

How such arrangements should be 
handled is, of course, up to the in- 
dividual bank, and it is always their 
prerogative to determine the scope 
of services they wish to render cus- 
tomers. Unless such arrangements 
can be satisfactorily handled, I see 
no reason for the bank to cooperate. 
Most certainly, I quite agree that 
such items (provided other arrange- 
ments are satisfactory) should be on 
a standard and acceptable form, bear 
the A.B.A. sorting number, and be 
capable of being handled efficiently 
from an operating standpoint. 


Q. (by Mr. H., lowa): We have 
a corporation account in which the 
president is also the secretary- 
treasurer. We use a regular form 
of corporate resolution in hand- 
ling the account. Recently the pres- 
ident presented a check payable 
to the corporation which he want- 


ed us to cash. We refused unless 


we had a letter of authorization 
from the corporation. Later, he pre- 


sented such a letter signed by him- 
self as secretary, whereupon we 
cashed the 

Under the circumstances, does 
he have the right to transact busi- 
ness in such a manner? 

A. — This is a legal matter and 
should be referred to your counsel 
for decision. 

From a practical standpoint, I 
wouldn’t feel secure with the arrange- 
ment and would seriously consider 
requesting the corporation to trans- 
act its business elsewhere. 


Q. (by Mr. O., Pennsylvania): We 
are considering putting in a con- 
sumer credit department wherein 
we would make small personal 
loans, appliance loans and loans 
on automobiles. ***** Can you 
make any suggestions as to the 
organization of such a depart- 
ment? 

A. — First of all, there is a wide 
difference between commercial loan- 
ing and consumer credit loaning 
activities. Each requires a different 
type of specialization. 

In order to get off to a proper 
start, I would suggest that you hire 
a man to head up the department who 
has had sound experience in the in- 
stallment or consumer lending field. 
Do not, if it can be helped, take 
someone from your own organiza- 
tion and try to make a consumer 
lending officer out of him. It doesn’t 
work. 

Secondly, determine the volume of 
such loans that you want and the 
volume in each class to provide di- 
versification. Determine the general 
policies of the department, and then 


| OFFICE FURNITURE ... 


| © CORRECT 
OFFICE 
INTERIORS 


Our service covers everything 
from minor detail to architec- 
tural designing, complete decor, 
color harmony and furnishings. 


JACOBSONS 


219 SOUTH 5TH ST. 
Telephone MAin 8828 
MINNEAPOLIS, MINNESOTA 
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leave the one in charge alone. If he 
knows his business and has general 


policies for guidance, he will do a 


commendable job. Don’t make him 
report every loan to some commit- 
tee, and give him some latitude in 
loaning limitations. The only thing 
you should watch is delinquencies. 


Q. (by Mr. O., Pennsylvania): 
Do you have any cost or compara- 
tive figures on the operation of a 
consumer credit loan department 
which would be of help to us in 
establishing rates and handling 
fees? 

A. — I do not use comparative 
figures because they are generally 
misleading, unless all factors are 
comparable. However, I have recent- 
ly completed a cost study of an in- 
stallment loan department which dis- 
closed the following service costs. 
You might find them interesting as 
a guide... 

Interviewing an applicant and de- 
clining the loan — 55c each. 


Interviewing an applicant and ap- 
proving the loan — $1.05 each. 

Preparing payment book and led- 
ger card — $1.69 each. 


Processing each payment — 48c 
each. 


Sending notice on delinquent ac- 
count — 6%c each. 


Follow-up of delinquent account by 
officer — $2.03 each. 

These figures show that the cost 
of processing and handling pay- 
ments on a loan of any amount for 
12 months would be $8.50. In other 
words, this bank, under present 
operating procedures (which are not 
too efficient) must collect $8.50 in 
cash alone from the interest account 
to cover operating expenses, and if 
it wishes to gross even 6% on the 
funds invested in installment loans, 
it must either provide for a handling, 
investigation or servicing charge to 
provide for the difference between 
$8.50 plus the interest and the cash 
discount, or fix the minimum amount 
of a 12-month loan, an 18-month 
loan and a 24-month loan so as to 
provide for cost plus the desired in- 
terest income. END 

BOUGHT 
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Noassvine, TENNESSEE — The 
nation’s bank deposits reached a new 
high this year for mid-year statistics. 

According to the tabulations of R. 
L. Polk & Company, publishers of 
Polk’s Bank Directory, over $202.9- 
billion was on deposit at the close 
of business last June 30. This reflect- 
ed an increase of more than $914- 
billion over June 1953, and was very 
close to the all-time high of $203.9- 
billion registered at the end of last 
year. 

Impressive gains also were record- 
ed in the capital accounts and total 
assets columns. The former went 
from $1614-billion to $1714-billion 
in the year ending June 30, and the 
latter from $21214-billion to $223- 
billion. 

Mergers, consolidations, and the 
effects of a general expansion were 
evident in Polk’s bank tally for mid- 
year °54. Banks grew fewer, while 
branches multiplied. There were 83 
less banks and 450 more branches 
than had been reported in the pre- 
vious June. 

Since last December 31, 49 banks 
went out of existence and 214 new 
branches opened. 

Polk’s recapitulation, which in- 
cludes Alaska, Hawaii, Puerto Rico, 
and U.S. dependencies, lists 14,561 
banks and 6,337 branches ‘operating 
as of June 30, 1954. 

Austin, Texas — Assets of all 
state-supervised banks in the U.S. 
gained $5,925,605,000 in the year 
ended last June 30, it is reported by 
J. M. Falkner, Texas banking com- 
missioner. The compilation was made 
by the National Association of Su- 
pervisors of State Banks. 

Total resources at that date were 
$110,361,169,000, comparing with 
the record-breaking $110,391,293,000 
registered on December 31, 1953. 
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In the 12 months to June 30, de- 
posits of these banks rose $5.4-bil- 
lion. The greatest percentage of in- 
crease was in deposits of the U.S. 
government, which went from $1.6- 
billion to nearly $2.5-billion. 

Loans and discounts increased 
$2,871,117,000, of which $910,85],- 
000 was in the first six months’ of 
1954. 

The cash position of the banks was 
$1,415,451,000 lower than at Decem- 
ber 31, while holdings of U.S. govern- 
ment bonds were down $379,963,000. 
Investments in state and municipal 
bonds were up 17.13% for the 12 
months, amounting to $5,530,822,000. 

The capital position of the state- 
chartered banking system had im- 
proved since the year-end, not only 
because deposits had increased, but 
also because of a $263,226,000 rise 
in the dollar amount of capital ac- 
counts. The ratio of total capital ac- 
counts to total liabilities of all banks 
was 8.9% on June 30, 1954, com- 
pared with 8.6% last December 31, 
and 8.9% on June 30, 1953. 

Figures are for the 48 states, 


Hawaii and Puerto Rico. 


Crystal, Minnesota — Opening 
Fall meeting of the Independent 
Bankers Association of Minneapolis 


a 


MR. LUND MR. CHOROMANSKI 
was held at the new Crystal State 
Bank in this village suburb, on Sep- 
tember 22. Presiding was Harold A. 
Lund, cashier of the Chicago-Lake 


State Bank, assisted by J. J. Choro- 
manski, cashier of the host bank, 
secretary. 

Two committees were activated for 
the new year: 

Advertising committee—G. R. Ma- 
comber, vice president of the Rich- 
field State Bank (chairman); Ray 
Mikolajezyk, executive vice president 
of the 13th Avenue State Bank; Reu- 
ben Nelson, president of the Camden 
Park State Bank; Loyal Simensen, 
vice president of the Fidelity State 
Bank, and Lloyd E. Docken of Com- 
munity State Bank. 

Program committee — Owen V. 
Harris, cashier of the University Na- 
tional Bank (chairman); John Cad- 
well, vice president of the Commu- 
nity State Bank; Myron J. Ellingson, 
cashier of Columbia Heights State 
Bank, and Robert A. Erickson, assis- 
tant vice president of Chicago-Lake 
State Bank. 

Tarrytown, New York — “Litéle 
Things Mean a Lot’, said an ad in 
the Daily News here the other day, 
inserted by the advertising-minded 
Tarrytown National Bank & Trust 
Company. In this instance, the “little 
things” are the townspeople’s nickels. 
Here’s why: 

Beginning October 4, car owners 
failing to use the community’s new 
parking meters get a traffic court 
summons. So — the Tarrytown Na- 
tional on the same day began a new 
practice of handing each bank cus- 
tomer an envelope containing a new 
nickel, each time he or she transacts 
any business in the bank. 

The newspaper ad went on to say, 
“Shucks — we’ll do better than that; 
if you don’t own a car, just come in 
and ask for a nickel anyway!” 

This clever stunt gained a front- 
page news story for the bank, too. 

President of the Tarrytown Na- 
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AROUND THE NATION 


(Continued from Page 33) 


tional is Edward W. Hickey, state 
director in the Independent Bankers 
Association of America. 
Harvey, Illinois — A director of 
the National Bank of Harvey since 
its organization in 1937, William R. 
Brandt died recently at the age of 
81. He was vice chairman of the 
bank’s board of directors. 
Tulsa, Oklahoma — John Robert- 
son, assistant cashier and agricultu- 
ral representative of the First Na- 
tional Bank & Trust Company of 
Tulsa, has been named to the five- 
man Farmers Home Administration 
advisory committee for Oklahoma, 
reports Representative Page Belcher. 


Huntingdon, Pennsylvania — 
Death came to one of the leading 
figures in the ranks of independent 
bankers on October 9. Charles F. 
Zimmerman, chairman of the board 
of the First Na- 
tional Bank of 
Huntingdon, pass- 
ed away in the J. 
C. Blair Memorial 
hospital, where he 
was admitted on 
September 15. 

The 76-year-old 
banker was presi- 
dent of the bank 

_ ZIMMERMAN for 26 years until 
his retirement on July 1, 1952, when 
he was made board chairman. Dur- 


40 MERCHANT STREET 


Commercial Books 
Savings Books 
Machine Posting Books 


General Pass Book Company 


Manufacturers of Pass Books and Check Covers 


Equipped to manufacture covers made of: 
PLASTIC, IMITATION LEATHER, VELLUM DELUXE CLOTH AND OTHER MATERIALS 
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Prices and samples cheerfully submitted. 
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Pocket Check Covers 
3-to-page Check Covers 
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ing his 53 years in banking, Mr. Zim- 
merman served with distinction as 
secretary of the Pennsylvania Bank- 
ers Association for 28 years (1921- 
1949). 

As an outstanding leader in the 
nation’s banking industry, Mr. Zim- 
merman served on many committees 
in the American Bankers Association, 
the Independent Bankers Association 
of America, and his own state asso- 
ciation. He also was a director of the 
U.S. Chamber of Commerce and of 
the Pennsylvania state chamber of 
commerce. 

Mr. Zimmerman attended Lafay- 
ette College and graduated from 
Princeton University in 1900. His 
banking career began in 1901 when 
he became a clerk at the First Na- 
tional Bank in Harrisburg. He later 
was a clerk at the Steelton Trust 
Company, Steelton, Pennsylvania, 
and was treasurer there in 1907-1912. 
For the next 14 years he was treas- 
urer of the Lebanon County Trust 
Company, Lebanon. He came to 
Huntingdon as president of the First 
National Bank in 1926. 

Survivers are Mrs. Zimmerman; 
two sons, Charles of Harrisburg and 
Edward of Huntingdon; a daughter, 
Mrs. -William H. (Eleanor) Banks, 
Jr., Huntingdon; six grandchildren, 
one great grandchild, a brother and 


two sisters. 


Chillicothe, Missouri — The Chil- 
licothe State Bank has announced a 
new phase of its agricultural pro- 
gram in cooperation with farmers 
of this area, businessmen, civic or- 
ganizations, FHA, soil conservation 
service, extension service, ASC, and 
other agencies and organizations. 

The new program is designed to 
give farmers a first-hand opportunity 
to observe each year the gradual 
application of soil conservation and 
land improvement practices. To in- 
augurate the plan, a field day was 
held September 28 at the farm of 
Mr. and Mrs. Jack Owens, members 
of the Livingston County Balanced 
Farming Association who have de- 
veloped a long-range farm and live- 
stock improvement plan. 

Barbecue lunch was served through 
the compliments of the Chillicothe 
State Bank, and there was a short 
program on “How a Farmer Can 
Still Make Money on His Farm To- 
day”. Marion Murray is the bank’s 
agricultural representative. END 
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Banker: Pillar of Respectabllity 


The evening newspaper account on the man stated: 
“He started work for the bank immediately upon gradu- 
ation from highschool, 20 years ago. He was noted as 
a good family man, and had served nearly every civic 
organization in town as treasurer at one time or another. 
In this community of 1,500, he had come to be regarded 
as a pillar of respectability”. 

Does that description sound like someone you 
know, someone working for you? Another sentence in 
the same newspaper story reads: “The case will be pre- 
sented to the federal grand jury, probably within 60 
days”. 

The newspaper was not of ancient vintage, be- 
fore the days of Treasury department, FDIC, Federal 
Reserve and state bank examinations. 
It was October 1954, and described 
peculations of approximately $30,000 
over an 1l-year period. 

Similar cases are yet to be dis- 
closed. Where? In the banking 
houses where the directors and chief 
executive officers either have not 
read or not followed the extensive 
suggestions made over the many 
months in this magazine concerning 
tested and proven bank auditing sys- 
tems. (“Systems” — not “routines” ). 

We are happy to report that Mr. Marshall Corns 
soon will release his revolutionary book detailing pro- 
per and effective bank auditing procedures. We can re- 


commend it to all bankers unhesitatingly. 
kkk 


MR. CORNS 


Largely ignored in the disputes over rigid versus 
flexible farm price supports, has been consideration of 
the basic changes in our American farm economy. We 
have to be blunt to say it, but there are today too many 
farm units not large enough to warrant the capital out- 
lay for proper mechanization, and these farms can meet 
costs only under an artificially high price support policy. 

In 1900, each farm worker produced enough for 
himself and seven other people. By 1940 he had raised 
his efficiency to the level of producing enough for him- 
self and 11 others. Then in the period 1940 to 1954, he 
increased his productivity to the point of supplying the 
food and fibre needs of himself plus 18 others. 

Thus, a span of 40 years yielded a 50% increase. 


November 1954 


After another brief period of 14 years, the increase jump- 
ed to over 137%! 

What brought about the tremendous 1940-1954 
productivity increase? 

In the first place, the mechanization applied to 
agriculture was increased 244 times since World War II. 
In this period, almost 2-million machines of major size 
were added to our nation’s farms. We applied 314 times 
as much fertilizer. We poured 11 times as much capital 
into the productivity plant of agriculture. Through these 
and other changes, farm production per acre has risen. 
In relationship to current domestic consumption and cur- 
rent foreign demand, American farms now are produc- 
ing large surpluses. 

By 1975, it is expected, our population will num- 
ber about 220-million. Will this mean we should be 
planning for more farms and more farm personnel? 
The answer to that question, in our opinion, is “No”. 
We are opposed to the formation of more monster 
ranches and farm corporations, and we favor the whole- 
some continuation of the independent farm family. 


Ideal “Family Farm” Is Larger 


We do believe, however, that bankers and other 
business leaders should promote the concepts of the 
ideal “family farm” to be considerably larger in size 
than present averages. Through general sound farm 
management and the wise use of capital, the farm opera- 
tor of tomorrow could produce foods and fibres at 
record-breaking low costs. The more efficiently the farm- 
er makes use of manpower, machines, seeds, fertilizers, 
buildings, land, and other capital, the more attractive 
he can make the price of the commodities he sells to 
other citizens, and the higher the general standard of, 
living shall be for all. 

The Agricultural Act of 1954, passed in August, 
has removed the umbrella of the old rigid price sup- 
ports. The parity ratios based on the 1910-1914 base 
period will dissolve gradually in 1955, giving way to 
modernized parity formulas. The modernized formula 
tends to reduce the parity price of field crops where 
mechanization has made production economies possible. 

The implications are clear. If your farmer-cus- 
tomer, an independent enterpriser, has kept abreast of 
developments, has mechanized his farming processes, 
has invested properly in fertilizer, soil conservation and 
other improved practices, he will fare well. If he has 
not done such things, however, then his country banker, 
who is a fellow independent enterpriser and probably 
his most-respected economic adviser, may be seriously 
to blame. 
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EDITORIALS 


(Continued from Page 31) 


Flexing Selling Muscles 


Many of the bank-executive readers of THe IN- 
DEPENDENT BANKER who are located in small towns have 
business connections in agency insurance. In the auto- 
mobile field, they find the phenomenal growth of All- 
state Insurance Company of more than casual interest. 

This Sears, Roebuck insurance subsidiary last 
year wrote over $120-million in auto liability premiums, 
about four times its volume of just five or six years ago. 
Why this spectacular increase? 

Principally because Allstate sells a bargain-price 
policy through full-time employees who are paid 15% 
commission on new business, 644% on renewals. 

Most casualty companies, in contrast, sell through 
independent agents and brokers who are not hirelings 
of the insurance companies, but are independent opera- 
tors. Commissions earned run about 25% on new busi- 
ness, 10% on renewals. 

Will the trend continue? Will Allstate woo away 
more and more of the nation’s car drivers, at the expense 
of the independent agents and the old-line indemnity 
companies like Aetna, Travelers, Hartford Accident, 
State Farm Mutual, Fidelity & Casualty, and others? 

It is possible, of course, but evidence is develop- 


ing that the wide-awake independents are not going to 
“throw in the towel”. 

Aetna has prepared a brochure for its agents, 
entitled “Time To Sell”. Suggestions are offered to 
agents on advertising and selling methods. A suggested 
newspaper advertisement shows one man asking, “Why 
don’t you carry cut-rate insurance?” A second man snaps 
back with the answer, “If it is so good, why do they have 
to cut the price?” 

Aetna strongly advises its agents to tell policy- 
holders the story of service. Case histories are recited to 
furnish examples of the helpful, personal service which 
policyholders actually have received from Aetna agents. 

Travelers Insurance has furnished its agents with 
good selling and promotional pointers. Renewal policies, 
it is suggested, should be delivered personally, instead 
of being dropped in the mail. This gives the independent 
agent the opportunity to describe to his customer the 
superior merits of his policy. Might even develop a lead 
to still other insurance business. 

In New Jersey, an association of 1,507 indepen- 
dent insurance agents has launched a weekly television 
program. Selling muscles are being flexed. 

Insurance coverage is available today for many 
of the hazards of life. Underwriters, however, even for 
themselves, will never be able to devise insurance against 
business failure resulting from bad pricing, poor qual- 
ity, unsatisfactory service, or lazy and ineffective sales- 
manship. 
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Zuality 


Bank Checks, Pass Books and Other Banking Requirements 


MILTON C. JOHNSON COMPANY 


78-80 WALKER STREET 
NEW YORK 13, N. Y. 
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Saves up to 50% hand motion! 


Now you can list and add without touch- 
ing a motor bar! 50% less hand travel 
—a great saving of effort for operators. 
No wonder they like it! 

Amounts are added and printed the 
instant they are set on the keyboard— 
because every key is electrified! No more 
“back and forth” motion from keyboard 
to motor bar—because every key is also 
a motor bar. The only completely elec- 
trified Adding Machine! 

National’s ‘“feather-touch” action 
makes it easier than ever to press com- 
binations of keys at one time—more 
time-and-effort-saving! 

All ciphers print automatically—still 
more effort and time saved! At the end 
of the day operators feel fresher—and 


they have accomplished more with less 
effort. 

The National Adding Machine gives 
you “Live” Keyboard plus 8 other time- 
saving features combined only on Na- 


tional: Automatic Clear Signal . . . Sub- 
tractions in red . . . Automatic Credit 
Balance in red. . . Automatic space-up 


of tape to tear-off line when total prints 
... Large Answer Dials . . . Easy-touch 
Key action . . . Full-Visible Keyboard 
. . » Rugged-Duty Construction in com- 
pact size for desk use. 

One hour a day saved with this exclu- 
sively National combination of features 
will repay the entire cost of a National 
Adding Machine every year—an annual 
return of 100%. 


THE NATIONAL CASH REGISTER COMPANY, vayron 9 on:o0 


949 OFFICES IN 94 COUNTRIES 


you can forget the motor bar! 


Don’t buy any adding machine until 
you see this National! Printed words 
cannot explain all the ways this re- 
markable National saves operator ef- 
fort, saves time, saves money. You 
must see it to believe it. For a dem- 
onstration phone the nearest National 
office or National dealer. See it today! 
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ooo MR. MARQUETTE dents for “‘little’’ favors, was quickly ful- 
It’s this kind of service, plus the efficient 
gi ves cor r esp or den fs handling of all correspondent banking 


efore the era of automobiles, the black- 
smith shop was a thriving hub of activity. 
The steady ring of the blacksmith’s sledge 
could be heard from dawn to dusk, forging, 
bending and fitting not only hor oes, 
but most everything made of iron. 

Despite his work, the blacksmith was 
never too busy to pause and fix a child’s 
toy, repair a baby carriage, or perform 
many other little favors which won him 
the reputation among his neighbors as the 
friendliest man in town. 

The Marquette National Bank of Min- 
neapolis has long recognized the impor- 
tance of providing its correspondents with 
those little services which help them to 
better serve their own communitiés. 

Every day, Marquette’s Department of 
Banks and Bankers receive many requests 
from its correspondents which range from 
procurement of Minneapolis hotel rooms, 
or tickets for Twin City attractions, to 
purchase of a brown derby or a pair of 
binoculars. 

One inquiry from a Marquette correspon- 
dent requested a dozen gross of special 
wood screws to be used by the local je 
in re-fastening its pews after remodeling. 
This, like every request by its correspon- 


filled by Marquette. 


needs, which has made the Marquette MISS itl JOHNSON 


th ese | i f f | e serv i ces yeoems Bank recognized throughout the Secretory to 


r Midwest as the “friendly” bank. OTTO H. PREUS 
he folks in Marquette’s Department of Vice-President 


the f € oO Lvs nf Banks and Bankers will be proud to serve Department of Banks & Bankers 
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Otto H. Preus 
Vice President 


John D. Cleary 
Assistant Cashier 


DEPARTMENT OF BANKS AND BANKERS 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


you and your bank .. . happy to offer you 

the complete correspondent banking facili- 

ues ga at the Marquette National 
ank. 


NATIO 
I Russell L. Stotesbery 


President 


MINNEAPOLIS Carl R. Pohlad 
l Vice President 
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